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By KENNETH O. FORCE 





(Based on talk at the annual con- 
nt exercises of Georgia CPCU 
pter, Atlanta.) 


ost of the headlines are being 
de today in insurance by those 
ves and changes that are occurring 
ause of competitive necessities. 
rhaps insurers and agents are still 
hderwriting. But right through one 
the worst underwriting periods in 
e history of the business the em- 
hasis has been on marketing. 
In life insurance, where the em- 
hasis always has been on marketing, 
e competitive pace is more furious 
an it has ever been, with all signs 
hinting to greater acceleration. That 
iness today is facing many of the 





same problems and issues as fire and 
casualty. 

This suggests that real competition 
has come to every line of the insur- 
ance business for the first time. This 
is forcing fire and casualty companies, 
notably those operating with multi- 
company agents, further into market- 
ing than they have ever gone. 

Nothing is quite so significant in 
this entire situation, nor so character- 
istic of it, as the combination of fire, 
casualty and life. That development 
brings into juxtaposition two systems 
of agency distribution (both called, 
oddly enough, the American agency 
system). What eventual effect each 
will have on the other is something 
no one can tell you. But it is an 
interesting development on which to 
speculate. 


farketing And AJ] Lines Grouping 


ontrast ‘Two Large Agency Systems 


Marketing has at last become the 
principal concern of the business. In 
that process, the distributor has to 
catch the attention of the buyer in 
order to get the decision. 


Patent Medicine Methods? 


Take a look at soaps. Insurance isn’t 
soap and never will be. For one thing, 
the consumer uses a lot more bottles, 
boxes and bars of soap than policies 
of insurance and buys them much 
more often. Perhaps he even spends 
more money on soap. But here is a 
package of soap of recent vintage that 
presents these messages: 

1. It is “new.” In addition to being 
generally “new,” it has a new ingre- 
dient, duratex. It might be hexachloro- 
phene, or wonder earth. Preferably it 


(CONTINUED ON PAGE 32) 





ecord Crowd For 
nnval Convention 
Indiana Agents 


By KENNETH O. FORCE 


INDIANAPOLIS—More than _ 1,300 
ended the convention here of Indi- 
ha Assn. of Insurance Agents. This 
a record, which is the sort of 
inction the Indiana association is 
sed to attaining. 
However, there was a special reason 
is year, beyond the fact that this 
the organization’s 6lst anniver- 
meeting. 
The occasion also marked the 20th 
ar of Harry E. McClain as executive 
etary. He and Mrs. McClain were 
esented a handsome color TV set by 
ynn Kidd of Brazil, past president, 
ong with a glowing tribute to Mr. 
cClain for his services to the associa- 
on, and to Mrs. McClain for her part 
his success. In addition, Mr. Kidd 
resented a bound book of letters, 
itten in advance of the meeting and 
idressed to Mr. McClain with encomi- 
ims and good wishes. A man of 
blomb and master of most situations, 
. McClain, to whom the entire cere- 
ony was a surprise, broke down as 
e received a standing ovation. 
Membership in the association has 
ached 1,011, John R. Feighner, Mar- 
i in, outgoing president, said in his 
ministration report. This makes 
#Pdiana 10th in the nation. It has 48 
al boards. In view of many agency 
rgers, plus the normal attrition by 
ability and death, Mr. Feighner said 
He Administration was well pleased. 
The marketing and advertising 
meme ran through the entire conven- 
™ Program. Frank E. Schaffer of 
gremus & Co., New York, showed the 
g I Plans for 1960 on film and 
mphasized the necessity of local 
sents and local boards tying in with 
(CONTINUED ON PAGE 8) 


















Term Rule Revised 
By NYFIRO;: Lower 
Fire Rates In N. Y. 


New York Fire Insurance Rating 
Organization has revised term rules 
for fire and allied lines, effective 
Nov. 16. Under the revised rule, eligi- 
ble buildings and contents may be 
written for not more than five years 
at the following multiples of the an- 
nual rate: 1.85 for two years; 2.7 for 
three; 3.55 for four, and 4.4 for five 
years. 

NYFIRO has reduced fire rates for 
a number of occupancies by amounts 
ranging from 5% to 25%. In the New 
York City territory, 11 classes are af- 
fected, including some of the dwelling 
classes, offices of brick and fire resis- 
tive construction, and contents of cer- 
tain mercantile risks. 


Dwelling Rates Down 


Rates were also reduced in some 
dwelling classes outside of New York 
City, and in all of the office and 
school classes. Commercial garage 
risks have been made subject to rating 
on a lower hazard class and increased 
credits have been provided for farm 
properties in protected areas. The 
only specific fire rate increase affects 
restaurants and bars outside New 
York City. Contents in that class are 
now subject to higher susceptibility 
rate levels in view of continued poor 
loss experience. 

The increased amount of premiums 
which will result from the revision in 
term multiples will be offset in part 
by the rate reductions in certain class- 
es. The revised rates and rules fol- 
lowed a study of the 1953-1958 ex- 
perience of imsurers, made _ by 
NYFIRO and by the New York de- 
partment. 

Ralph Taylor, Wenatchee, Wash., lo- 
cal agent, has purchased the W. B. 
Christenson agency at Leavenworth. 





Kentucky Agents 
Elect C. J. Baugh 
As New President 


Kentucky Assn. of Insurance Agents 
at the annual meeting in Louisville, 
Nov. 16-17, ad- 
vanced Charles J. 
Baugh from Ist 
vice-president and 
chairman of the 
executive commit- 
tee, to president. 
He succeeds 
Charles B. Chris- 
man of Pikeville. 
(Other officers and 
details of the meet- 
ing will be report- 
ed in next week’s 
issue.) 

In his annual report Mr. Chrisman 
queried, “Is it the result of our ‘hered- 
ity or environment’ that your officers 
saw the need to equip you with the 
results of a Kentucky agency cost 
survey so that you would be in a 
better position in the future to meas- 
ure the efficiency of your own agency 
operation?—To prepare you to better 
meet stiffer competition and the multi- 
tude of confusion?” 

He added that the purpose of the 
agency survey is to determine the cost 
of doing business by the aevrage agent 
so that the results may be used as a 
measure for the profitability of any 
other insurance agency, as well as to 
detect areas in which agency manage- 
ment can be improved. He urged those 
of his audience who had not prepared 
their survey on the form sent out by 
the national association to do so im- 
mediately in order to give a true 
picture of the Kentucky agency cost. 
“You are holding up progress and it is 
you that this project is intended to 
benefit,” he declared. 

Turning to reduction in production 

(CONTINUED ON PAGE 8) 





Charles J. Baugh 


NAIC Begins A 
Careful Review Of 
Fire Rating Laws 


Study May Result In 

Changes; Chicago 

Hearing First Of Series 
By JOHN BURRIDGE 


The subcommittee of the National 
Assn. of Insurance Commissioners that 
was set up in June at Boston to review 
fire and casualty rating laws and 
regulations held the first of its public 
hearings this week in Chicage. The 
announcement said the subcommiitee 
will study and evaluate types of rating 
laws “with particular reference to 
various items which have at one time 
or another been aired and were in fact 
studied by the U. S. Senate anti-trust 
and monopoly subcommittee,” 

Joseph Gerber of Illinois is chairman 
of the NAIC subcommittee. He com- 
mented as the hearing opened that the 
commissioners are sincerely desirous 
of obtaining constructive suggestions 
that will assist them in making an 
analysis if the effectiveness of rate 
regulation. 

As the representatives of industry 
followed one another with prepared 
statements, it became more and more 
obvious that this subcommittee of 
NAIC is being taken with utmost 
seriousness. The Senate anti-trust 
committee hearings have put micro- 
scopic focus on fire insurance rating, 
and whether or not changes are made 
in the rating laws, a good deal will be 
said about the matter before the dust 
clears. 


Independents Want Changes 


Deviations, partial subscribership, 
and the right of companies and bur- 
eaus to be aggrieved parties are the 
items most hotly debated. They are 
competitive issues—the line is drawn 
between the independents, represented 
at this hearing by Vestal Lemmon, 
general manager of National Assn. of 
Independent Insurers, and the bureaus, 
whose chief exponent was Kent H. 
Parker, manager Western Actuarial 
Bureau. Before and after the state- 
ments of these men were read into the 
record, the groundwork, background 
and elaboration was offered by others. 

All of the industry people gave state 
regulation a pat on the back. In some 
cases this pat lasted through the entire 
talk with barely enough modification 
to keep it from turning into a eulogy, 
while others had specific recommenda- 
tions to make within the framework of 
existing regulations. In a general way, 
this followed the pattern of the Senate 
hearings, at which the independents 
had certain criticisms or suggestions 
for changes while the bureau people 
offered full disclosure of their activi- 
ties but made a few comments that 
would call for revision. 

The industry has learned well from 

(CONTINUED ON PAGE 25) 
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Insurance Marketing And Products 


30 Years Behind, Research Shows 


WASHINGTON The insurance 
business has failed substantially to 
develop its potential market, both in 
percentage of people insured and in 
adequacy of insurance per person, 
because it has presented its products 
as necessary evils or as protection 


against unpleasant disasters rather 
than as an essential and valuable 
service. 


This was the conclusion of Irving 
Gilman, vice-president of Institute for 
Motivational Research, Croton-on- 
Hudson, N.Y., in his talk before Na- 
tional Assn. of Independent Insurers 
here. 

Companies and agents have put the 
insurance prospect on the spot—they 
have consistently reminded him of his 
failures as a good provider in order to 
sell him life insurance and have 
threatened him with painful disasters 
to get him to buy other kinds of insur- 
ance, Mr. Gilman said. They have 
ridden the prospect with guilt feelings. 
Consequently, the thought, the image 
of insurance is unpleasant to him. His 
agent is his conscience, and he mental- 
ly crosses the street to avoid him. 
When the agent phones, he is not at 


Chicago Courts Still 
Give Defendants Edge; 
Try Separation Plan 


Defendants continue to maintain 
leadership in the number of decisions 
handed aown in the courts in Chicago 
and Cook County, according to the 
compilation of Cook County Jury Ver- 
dict Reporter for the period Sept. 1- 
Nov. 13. In the 104 contested cases, 
defendants have won 61. There have 
been 43 verdicts for plaintiff in which 
total damages awarded were $553,248 
out of a total demand of $1,827,350. 

Additionally, there were 13 ex- 
parte judgments for $232,300. The ag- 
gregate is 117 cases tried of which 
defendants have won 61. The con- 
tinued edge for defendants in con- 
tested cases is a surprising new trend 
which began with the fall court term. 


First Case Under New Rule 


Last week the first case in Chicago 
was decided under the new rule in 
the U. S. district court under which 
the court can separate the liability 
issue from the question of how much 
should be awarded in the way of 
damages. The theory of this is to 
speed up decisions in damage cases 
along the same lines used in criminal 
courts, where a defendant is first 
found guilty or not guilty and then, if 
guilty, the punishment is decided sub- 
sequently. 

District Court Judge Julius H. Min- 
er is author of the new rule. He dis- 
covered that in 40% of cases in fed- 
eral court the juries brought in ver- 
dicts for the defendant, but in these 
cases the jury had to sit through 
lengthy testimony as to extent of in- 
juries, X-ray studies, etc., all of which 
had no bearing on the liability. The 
Chicago rule, when applied, will sep- 
arate the issue of liability and dam- 
ages. 

This was adopted in Hosie vs Chi- 
cago & North Western Railroad over 
the objections of both plaintiff’s and 
defendant’s attorneys in a case in 
which Hosie sued for $100,000 which 





home; he does not respond to direct 
mail. It is distasteful for him to talk 
about insurance. 
Feel Need To Alter Image 

Mr. Gilman thinks that insurers and 
their agents must alter this image, 1 
tney are not to fall further behind in 
marketing their products than they are 
today. lt 1s essential to make the agent 
appear to be a counselor, adviser, 
someone on whom the buyer can de- 
pend for competent guidance. The 
agent seldom communicates the life- 
giving, happiness quality of insurance. 


Companies must offset the unfavor- 
able image the public has of insurance 
in their sales training and in their 
advertising, he declared. They must 
transform insurance into a pleasant, 
happy subject. The agent and tne 
company must be seen by the con- 
sumer as counselors, friends and allies 
rather than as agents of disaster. So 
long as insurance is an unpleasant 
subject, the prospect is going to put 
off any decision in connection with it 
as long as possible. This is true of 
every line of insurance. Even those 

(CONTINUED ON PAGE 38) 





LEGAL CASES RUN GAMUT OF FINE POINTS 





Suits Turn On Timely Filing, Bad Eggs; 
Another Involves Baiky Mental Patient 


Pennsylvania superior court has up- 
heid a Philadeipnia county court of 
common pleas ruiing against North 
America in a case where insured 
failed to comply with a policy conai- 
tion requiring timely filing of suit 
after a loss. The case is reported in 
9 CCH (Fire & Casualty) 1014. 

In September, 1954, George Terpeluk 
and his wife purchased from North 
America fire and extended coverage 
on a brick building they owned in 
Philadelphia. On Oct. 15, 1954, Hurri- 
cane Hazel damaged their building. 
On Oct. 19 the loss was reported to the 
company’s agent who sent a loss no- 
tice to the company. Insured was later 
instructed to obtain an estimate of 
loss. 


Estimates Damages 


A contractor estimated damages at 
$2,800, and the agent submitted the 
figure to the company. On Oct. 29, 
1954, the company sent insured a draft 
for $28 which he refused to accept. 

On Nov. 5, 1954, the agent returned 
the draft to the company. On Nov. 
16, the claim was referred by the com- 
pany to an independent adjuster. The 
latter’s representatives examined the 
building on several occasions and ar- 
ranged an inspection by a professional 
builder. On Jan. 28, 1955 insured was 





was reduced to $50,000 as a final de- 
mand. The amount at suit was not 
considered by the jury, nor were 
Hosie’s injuries. The sole issue was 
the liability of the North Western 
Railroad, and on that question the de- 
cision was not guilty. 

In another case, the judge refused 
to separate liability (Bagaudo vs 
Gabriel Construction Co. and Gabriel 
Heating). The defendant’s attorney 
asked for such separation in a $75,000 
suit (reduced to $20,000 as a final de- 
mand), and the jury decided for the 
defendant. 

Another innovation in the Chicago 
courts, put into effect by Judge Wil- 
liam Campbell (who tried the first 
separated suit) and Judge Miner, calls 
for an impartial medical expert to be 
selected from a list furnished by IIl- 
linois Medical Society when plaintiff's 
and defendant’s medical advisers dis- 
agree concerning injuries. Judge 
Campbell explains the innovation as 
an effort to help juries by furnishing 
a third party in an effort to solve dif- 
ficult medical issues. 


notified by the city authorities tnat 
the puilaing was unsate and that lt 
snould be immediately repairea. On 
feb. 2/, 1955, insurea torwaraed to 
tie company the repair estimate of 
another contractor, also in the amount 


of $2,800. 
Small Draft Was Mistake 
The insurer thereafter concluded 


that the damage was not caused by 
windstorm. in late March or earty 
April, insured was informed that the 
company would not pay the ciaim. On 
April 6, 1955, counsel for insured 
wrote the company regarding the mat- 
ter. On April 12, he was definitely in- 
formed that the claim would not be 
paid. Suit was finally begun on Nov. 
23, 1955, more than 13 months after 
the damage had occurred. 

During the trial, a representative of 
the insurer testified that the issuance 
of the $28 draft was a mistake. He 
said that because of the tremendous 
number of claims following Hurricane 
Hazel, the company paid all claims 
under $300 “without looking at them.” 
The Terpeluk claim had been mis- 
read. The lower court awarded a judg- 
ment for the full claim to insured. 

On the insurer’s appeal, the superior 
court noted that the real issue arose 
from the submission to the jury by 
the trial judge of the question “wheth- 
er the defendant, by its conduct, had 
waived the provision of the policy re- 
quiring the commencement of suit by 
the plaintiff within 12 months after 
inception of the loss.” The high court 
held that the jury was warranted in 
finding from the evidence that the in- 
surer, because of its conduct, was 
estopped from strictly enforcing the 
limitation clause in the policy. The in- 
surer’s motion for a new trial because 
of purported error in the charge to the 
jury was rejected and the judgment 
was affirmed. 

Justices Ervin, Woodside and Wat- 
kins of the superior court dissented 
and held for reversal in favor of the 
insurer. Judge Ervin noted that in- 
sured and their attorney had six 
months to bring suit after the insur- 
er gave notice that the claim would 
not be paid, and the lower court 
should have ruled that this was a rea- 
sonable time. 


EGG CAN SMOKE DAMAGE 


Minnesota supreme court, on appeal 
(CONTINUED ON PAGE 37) 
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Tex. Auto Plan Has 
Ditferences From 
National Bureau's 


The automobile merit rating: p 
which goes into effect Jan. 1 in J. 
is substantially similar to that useq 
National Bureau of Casualty Ung 
writers and National Automobile y 
derwriters Assn. in a number of stg 
but in several important details 
are differences. It is officially egy 
the “Texas Safe Driving Ingyy 
Plan.” 


Same General Principles 





The Texas plan follows the same Be 
eral principles of the safe driver py 
in other states, basing rates upon { 
accident and conviction record of ¢ 
insured and any automobile operat 
that live with him. Like the bur 
plan, there are seven sub-classifig 
tions, numbered 0 through 6. Diseg 
and penalties, however, are diffe 
from those in other states. The may 
mum discount—20% from the stands 
premium—is the same as in most oth} 
states and the maximum penalty, 
100%—is also the same, but the figuy 
in between are different. 

For convictions, there are two dj 
ferent point charges, compared wi 
three in most states. Any conviction 
driving while under the influence 





intoxicating liquor or narcotic dry 
(CONTINUED ON PAGE 46) 





N. O. A&H Underwrite 


Organize; Johnson Is 
Named First President 


A. Don Johnson, American C 
ualty, has been elected president 
the newly organized New Ori 
Assn. of A&H Underwriters. 

Richard A. Mackenroth Jr., Street 
Mackenroth, is president-elect; Th 
mas A. Tomeny, Occidental Life 
California, vice-president; Edwa 
Linck, Continental Casualty, secretay 
and Mattie E. Herrick, Mutual 
H.&A., treasurer. 

Board directors include C. J. Ea 
Eagan agency; Robert Demmons, Pa 
American Life; Henry Miltenbe 
New England Life; Yale Sham 
World; William F. Judice, Judice ag 
cy, and Cyril Scully, Lincoln \ 
tional Life. 


















Ariz. Department Nam 
Bentzin Chief Actuary 


The Arizona department has | 
pointed Charles G. Bentzin, who 
fellow of Society of Actuaries, 
chief actuary. The department 
nouncement pointed out that there 
only two other state insurance 
partments staffed with a fellow of 
society as chief actuary. 

Mr. Bentzin went with Connecti 
General Life in the actuarial d 
ment upon graduation from the U# 
versity of Wisconsin in 1954. He™ 
mained with the company until 18 
when he entered military service 4 
the comptroller’s office of the a 
finance center as a computer 
grammer and systems analyst. 









Lange Is President 

Jack Lange, General Adjustné 
Bureau, has been elected P ae 
of the newly formed Whatcom-% 
(Wash.) Adjusters Assn. Also electé 
were William Brosche, Northwest’ 
Mutual, vice-president, and a 
strom, General Adjustment , 
secretary-treasurer. 
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their boss one of those “Wish you were here” messages while he was on 
vacation. Included was a photograph showing one of the underwriters tearing 
out his hair, a big producer was ripping up the firm’s largest policy which had 
just been cancelled, the fire manager was standing on his head over a risk he 


couldn’t place and one quiet little clerk was off in the corner hanging himself. 


The boss took one look at the picture and said: “If I didn’t know you all 


so well, I'd swear it was a fake.” 
ontal Life 


“2 Last week an agent came to us with a large oil rig coverage which he had 


Ity, secretary 

futual Benif = heen working on for a month and was unable to place. He was getting nowhere 
C.J. Ba fast and only three days before the deadline. We finished the job in record time. 
mmons, Pa: : : = . eer , z . 
Miltenbereg His letter of appreciation followed: “Thanks for your assistance in placing 
pie this business. Contractors on this risk are one of the largest in the 


Lincoln 1 United States. As you know, it was quite a struggle at the 11th hour when I 


99 


turned to you... but you certainly came through on top... 





re We had another case recently where an agent tried to place a certain fire line 
| } ‘ for two weeks. No market. We placed a quick call to our markets and within 
ent has | P q 
was 30 minutes had the agent back on the long distance telephone. It was bound. 
artment 
hat there These are only a few of numerous cases but the ground rules for 
rete Leo B. Menner & Company are the same in every situation — understand the 
fellow of pany j 
cous problem first, follow through, get the job done. Not tomorrow, mind you, 

0! 
arial dep} or the next day... NOW! 
om the Ut 
1954. be Thus, the motto on our Coat of Arms for your new or renewal 
y un» 


y serviee}  Lloyd’s business—“‘By Appointment To His Highness, The Professional 


of the arm ee 
nputer Bt Insurance Producer.” 





yst. 

LEO B. MENNER « COMPANY, ive. pt 
Adjustne , ' * Ba 
ed REINSURANCE + EXCESS AND SURPLUS LINES 
Bert BOARD OF TRADE BUILDING * 141 WEST JACKSON BOULEVARD 
i ans CHICAGO 4, ILLINOIS * PHONE * WEBSTER 9-7565 











Independent agents acclaim MERITmatic...Mr. Za’s 


answer to direct-writing auto competition! 


Write it on the spot with a ball-point pen; deliver on spot. 
End of bookkeeping. Electronic brain takes over, sends 
notices, pays commissions monthly. You own expirations. 


All in line with Insuremanship*, Zurich- 
American’s new concept of insurance selling, 
and Z-A’s increased income plan. Based on 
letting you sell, not bookkeep. 

MERITmatic is competitively priced, auto- 
matically renewable and payable quarterly or 
semi-annually. Gives your best auto accounts 


quality protection in a top company. Gives you com- 
petitive edge. Want to operate this way? We’re with you. 


Happy to furnish details. Just ask. 








a. 











MERITmatic not yet available in all states. Details on request. 
ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 
New Haven, Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, 
Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birming- 
ham, Canton, Cleveland, Cincinnati, Detroit, Grand Rapids, 
Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, 
Kansas City, Denver, Seattle, Portland, Sacramento, San Francisco, 
Fresno, Los Angeles, Phoenix. 


©1959 Zurich-American Insurance Companies °IM 
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‘1Sees Immunity Of School Boards On Way 
1 Out; Recommends Purchase Of Liability 


~ |protection By Every Board As Prudent 


Regardless of future judicial action 

regarding school district liability, it 
would be prudent for every school 
district to insure against liability for 
personal injury within the limits pro- 
yided by law, E. C. Bolmeier, profes- 
sor of education at Duke University, 
told a meeting of school officials in 
Miami. If the limits are too narrow, 
he said, legislation should be sought 
to broaden them. 

Unfortunately insurance against lia- 
bility of the school district in some 
instances meets with numerous legal 
obstacles. Because the district is with- 
out liability, the courts have held that 
it is without power to spend funds 
for liability insurance unless a statute 

ff permits it. To spend funds in such a 
manner, it is held, is not only a waste 
of public funds but an illegal expendi- 
ture as well. Protection against a loss 
for which there can be no district 
liability is unnecessary. 

Nevertheless, Mr. Bolmeier said, 
children who are injured in riding the 
school bus or engaging in any other 
activity of the school which they are 
required by law to attend, should have 
the right to recover damages for in- 
juries resulting from the negligent or 
improper acts of school officers and 
employes. 

Legalize Insurance Purchase 


School officials, he asserted, should 
exert their influence in hastening 
legislation which would legalize the 
purchase of liability insurance for the 
purpose of paying damages to persons 
sustaining injuries proximately caused 
by the negligent operation of school 
buses. 

The mere fact that school officials 
generally are exempt from legal lia- 
bility for the tortious acts of their 
employes imposes upon them a greater 
moral liability to avoid and eliminate, 
as much as possible, the dangers in- 
volved in pupil transportation. 

Pupil transportation is big business, 
Mr. Bolmeier observed. For the cur- 
rent year an estimated 10 million 
pupils will be transported to and from 
school at a cost exceeding one-third of 
a billion dollars. At least 32% of all 
pupils attending public elementary 
and secondary schools this year will 
be transported at public expense. Ap- 
proximately 4.5% of every school dol- 

of current expense will be ex- 
pended for pupil transportation. 

In view of the vastness, as well as 
hazardousness, of this enterprise it is 
understandable that every state has 
detailed statutory provisions pertain- 
ing to many aspects of pupil trans- 
portation; and that numerous cases con- 
cerning pupil transportation reach the 
higher state and federal courts every 
year. 

Among other things, he said, liabili- 


: insurance is the subject of legisla- 
ion. 


Governmental Immunity 


On the basis of common law, school 
district (school boards) as agents of 
the state, cannot be held liable for the 
tortious acts of their officers and em- 
Ployes, Mr. Bolmeier observed. Since 
school districts are creatures of the 
state, performing a governmental 











function, they are no more liable than 
the state itself. The courts have re- 
Peatedly and consistently, up to the 
current year, applied the common law 








rule of nonliability to school districts 
on the ground that transportation of 
pupils to and from school is a govern- 
mental function. 

Several states (California, New 
York, and Washington) have by statu- 
tory enactments, removed their school- 
district privileges of immunity. There- 
fore if a pupil in any of those states 
is injured in the process of transporta- 
tion to and from school, action may 
be brought against the school district 
to recover damages. 


Others Attemped To Waive 


In addition to the three states which 
have waived their immunity to liabili- 
ty for all tortious acts committed by 
school employes, several states in re- 
cent years have attempted to waive 
their immunity as applied to certain 
aspects of pupil transportation. For 
example, a North Carolina act em- 
powers a school district “to waive its 
governmental immunity for any dam- 
age by reason of death or injury to 
person or property, proximately caused 
by the negligent operation of any ac- 
tivity school bus.” 

Over the last half century the courts 
have been about as impotent as the 
legislatures in bringing about abroga- 
tion of school district immunity, he 
said. It is true that on numerous oc- 
casions the courts have feebly voiced, 
by way of dicta, their displeasure 
and dissatisfaction with the anti- 
quated and unjust immunity doctrine. 
But nevertheless have usually followed 
the long-trodden path of precedence 
in upholding the school-district im- 
munity. 


Maintaining A Nuisance 


In just a few isolated cases the 
courts have found school districts 
liable on the grounds of tort by creat- 
ing or maintaining a nuisance, while 
performing proprietary functions, or 
even while performing governmental 
functions to the extent of its insur- 
ance coverage. Moreover, in rare in- 
stances, courts have held members 
of school boards individually liable for 
injury growing out of malicious and 
indiscreet acts. 

Not until this year, however, has a 
state supreme court gone so far as to 
completely ignore the long-standing 
doctrine of immunity. Just a few 
months ago the Illinois supreme court 
virtually ripped the cloak of immunity 
from the shoulders of a school district 
in a case where a child brought action 
against the district for personal in- 
juries sustained in a school bus acci- 
dent caused by the alleged negligence 
of the bus driver. 

In rendering its startling and sig- 
nificant decision the court said: “We 
accordingly hold that school districts 
are liable in tort for the negligence of 
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their agents and employes and all 
prior decisions to the contrary are 
hereby overruled.” 


Immunity Is Cracked 


Whether or not the majority opinion 
of the court in this case will eventual- 
ly be reversed cannot be determined 
at this time, he said. Neither can it be 
determined presently what influence 
this case will have in other jurisdic- 
tions with regard to school district 
immunity. There can be no doubt, 
however, that the armor of immunity 
has been severely cracked. 

As the immunity of school districts 
diminishes both by legislative enact- 
ment and judicial decree, one might 
speculate as to the probable effects 
upon bus accidents. There are some 
who fear that with the abrogation of 
immunity will come a flood of litiga- 
tion involving the school district. Dam- 
ages will be sought from the school 
district instead of the bus driver who 
is less able to pay. This could be de- 
trimental if the bus driver were to be 
less careful in the protection of pupils 
in their charge, on the assumption that 
the school board would “pick up the 
tab” for damages resulting from the 
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negligence of the school employe. To 
offset such possibilities, however, a 
school board which is vulnerable to 
liability would likely exercise more 
care in the selection o f the bus driver. 
At least such was the contention of 
the Illinois court, which declared: “We 
believe the abolition of such immunity 
may tend to decrease the frequency 
of school bus accidents by coupling 
the power to transport pupils with 
the responsibility of exercising care 
in the selection and supervision of the 
drivers.” 


Great American Reserve 


Affiliate Names Hall 


C. Robert Hall Jr. has been named 
vice-president in charge of insurance 
operations of Great American of Dal- 
las Fire & Casualty, the newly organ- 
ized affiliate of Great American Re- 
serve. 

Mr. Hall was formerly southern 
manager for Chubb and Son’s casualty 
and automobile department at Atlanta. 
He was a co-founder of Dixie Fire & 
Casualty and is president of Georgia 
CPCU chapter. 
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N. Y. Hearing Considers Rating, Package 
Policies On Loans And Financial Laws 


NEW YORK—At the public hearing 
held here by the New York joint leg- 
islative committee on insurance rates 
and regulations, Theodore R. Ayervais, 
associate attorney in the legal bureau 
of the New York insurance depart- 
ment, presented an exhaustive review 
of rating laws passed in all states after 
public law 15 became effective. Mr. 
Ayervais, at Superintendent Thacher’s 
request, had undertaken special rating 
studies for the legislative group which 
is studying multiple line legislation in 
New York, and for National Assn. of 
Insurance Commissioners’ subcommit- 
tee on rating. 

Assemblyman McMullen of Kings 
county, presiding at the hearing in the 
absence of Sen. Condon who heads 
the legislative unit, picked a vital 
point out of Mr. Ayervais’ lengthy and 
technical recital which included fre- 
quent references to deviations. Mr. 
McMullen asked what purpose rating 
bureaus would serve if every company 
proceeded to set its own rates. Julius 
I. Wikler, former New York superin- 





tendent, and special counsel to the 
committee, succinctly replied the bu- 
reaus would then serve as. collectors 
of statistics. Mr. Wikler appeared sur- 
prised at the probing question by Mr. 
McMullen who prefaced it by saying 
that he had no more than a casual ac- 
quaintance with the subject. 


Cites Discrimination 


R. J. Kornstein, representing Great- 
er New York Insurance Brokers Assn., 
protested that some mortgage compa- 
nies and other lending institutions dis- 
criminate against homeowners, com- 
prehensive dwelling and other multi- 
ple line policies. He said that some 
banks refuse to accept multiple line 
policies at all, and others accept them 
only occasionally. Still other lenders 
accept package policies but not an- 
nual payment plans, and require a 
paid bill in advance. In some cases, he 
noted, extra charges are made for ac- 
cepting multiple line policies. 

Mr. Kornstein said that the associa- 
tion has persuaded many banks to 


The Key To Greater Profit 


This year for the first time thousands of agents 


and brokers will write excess and surplus line 


coverages for their clients. They will enjoy a 


new experience. 


Entry into this new field of production and 


profit will establish for many producers a perma- 


nent, lifetime association with the special risk 


market — give them new tools and broader scope 


in their ability to handle larger risks. 


Bowes & Company welcomes those agents 


and brokers who seek new opportunities in 


expanding their present sales volume, It offers 


every facility, every means of cooperation to 


establish a permanent, life-time relationship. 


Both large and small producers will find 


Bowes & Company the key to greater profit. 


Bowes & Company, Inc. 


135 SOUTH LA SALLE 


STREET - CHICAGO 
99 JOHN STREET ¢ NEW YORK 38 e 
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avoid such discrimination, but many 
lenders continue to prejudice the inter- 
ests of borrowers. He called for an 
amendment to the law to prevent 
lenders from disapproving multiple 
line policies and annual payment 
plans, and to preclude extra charges 
where accepted. 

J. Raymond Berry, general counsel 
of National Board, presented propos- 
als to equalize capital and surplus re- 
quirements of stock fire and casualty 
companies doing a multiple line busi- 
ness. Discrepancies have been built up 
because some companies took the cas- 
ualty route to multiple line writing and 
others the fire route. Requirements 
in the two cases have differed. 


Dividend, Financial Laws 


Other proposals by Mr. Berry would 
affect the formula under which stock 
insurers may pay cash or stock divi- 
dends. Still other amendments would 
affect the financial requirements of 
alien or foreign insurers, particularly 
with respect to trusteed surplus in 
connection with licensing of such in- 
surers. 

Another proposal by Mr. Berry 
would make departmental examina- 
tions of domestic casualty and mul- 
tiple line companies mandatory every 
five years as in the case of fire com- 
panies. An amendment similar in ef- 
fect to the latter was introduced by 
Michael J. Murphy, general manager 
of Assn. of New York State Mutual 
Casualty Companies. 

Mr. Murphy also urged repeal of the 
law which prohibits domestic mutual 
casualty insurers from expending in 
any one calendar year for manage- 
ment expenses more than 30% of their 
net premium income for the year. 


Five Claims Personnel 
Appointed By Travelers 


Travelers has advanced Talmadge 
M. Neece to liability claims examiner 
in the home office casualty claims de- 
partment. 

Beverly B. Bowers has been ap- 
pointed district adjuster at Roanoke, 
Va. Two resident adjusters were ap- 
pointed: Ralph A. Macdonald at Water- 
ville, Me., and William F. Smith at 
Boise, Ida. 

James C. Sammons was named su- 
pervising adjuster in charge of the 
Memphis service office. 

So. Cal. Protection Engineers Meet 

“Explosive Forming of Metals” was 
discussed by G. N. Rardin, engineer 
Lockheed Aircraft Corp., at the No- 
vember meeting at Los Angeles of 
Southern California-Arizona chapter 
of Society of Fire Protection Engineers. 
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National Board Has 
New Home Inspection 
Folder For Firemen 


National Board has prepared a , 
folder which uniformed firemen », 
leave with a householder after j 
ing the premises, as an aid to fire g 
partments conducting home ingpe 
programs. 

The folder thanks householders 4 
cooperating with the local fire depaagreed 
ment in its inspection program aie 
underlines safety tips which, if % 
lowed, can reduce the possibility 
fire. 

The pamphlet contains remingeli 
for keeping the home fire safe syby 
quent to the inspection. It serves ag 
goodwill media. Space is provided , 
the front of the pamphlet for the gmer: 
department to stamp its own identi 
cation, and the new pamphlet aims @"° ' 
establish a personal relationship pgline 
tween the fire department and qjpo 
community. of 

Thus far this year, 15 million hom‘! 
have been inspected by uniforms 
firemen with approximately 50% 
the fire departments in the nation pg. 
ticipating in the work. 

The fire chief in a midwest city ¢ 
85,000 population reports a reductig§ 4 
of 41% in number of home fires durin; 
the past year, the first year that hom 
inspections were conducted in ¢ 
community. Another chief reports th; 


“last year for the first time in our his PFE 
tory there were no lives lost in dwelf 8'4 
ing house fires in our town.” In on Ca 
large city 45,238 homes were inspectej 
in a three-month period and in onh } 
232 instances were firemen refusej 19% 
admittance. ant 
ci | bef 
. det 
Amended Surplus Line Rule 19: 
Go Into Effect In Ohio ps 
The Ohio amended surplus lins§ ¢y, 


law authorizing the licensing of swf jp 
plus line brokers became effective Nn 
2. It increases the annual license fe§ ;, 
from $10 to $25 and the required boi 
from $2 million to $5 million. Tk 
license year begins Feb. 1 and enti 
the following Jan. 31, and annual r 
ports are required. The tax of 5% @§ co 
premiums charged must be paid if po 
January. He 

Currently licensed surplus lin§ ap 
agents whose licenses expire March il <j. 
1960, may use those licenses uli 
expiration. 


Rudolph Norris, who has been it 
the Texas field for National Surely 
has joined the Ellis-Smith & Co, aget 
cy of Dallas as account executive. 
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Has (washburn Home V-P; 
10n 

nen three More Elected 
epared an ce od 
ie lager Soret 









: : office western department to 
om a Fee president and secretary in charge 

f if all loss and claim operations of 
1secholders ggeome and Home Indemnity. He suc- 
il fire dep B .cds Edwin H. Ely, vice-president and 
program a tecretary, Who has been transferred to 
vhich, if ° e executive department to head a 





new loss and claim auditing division. 
Mr. Ely will be under direct supervi- 
ion of Kenneth E. Black, president. 


Possibility 








nS Teminde 7 
'€ safe subs Narter Named Secretary 


[ 
t serves as Curtis B. Tarter, Kentucky manag- 


+ toe a er, has been elected secretary and 
own identi ansferred to the home office where 
phlet aims ne will be in charge of fire and allied 
tionship ,glines loss operations. Burton J. John- 
ent and qgpo2, secretary, will continue in charge 








of Home Indemnity’s nationwide 


Nillion home claims operations. se 

Y wuniformg Fred L. Seaman, Louisiana manag- 
tely 50% er, has been elected assistant secretary 
and transferred to the southern de- 
partment at the home office under 
lwest city 9 Robert Rushin, vice-president. Alfred 
a reductg§ A. Wolff, Boston manager, has been 
> fires during elected assistant secretary and trans- 
ar that hom ferred to the home office eastern de- 
‘ted in qgpartment under Arthur F. Herman, 
reports th; vice-president. C. Harry Smith, vice- 
e in our hg President .and secretary, has been 
ost in dwell granted a medical leave of absence. 


e nation pa 


wn.” In ong Careers Traced 


and onl Mr. Washburn, with Home since 
nen refuse, 1934, was a field man, underwriter, 

and executive in charge of personnel 

before becoming assistant vice-presi- 
‘ dent in 1952. Mr. Ely joined Home in 
ine R oF 1920. After serving in various posi- 
io tions in the loss department, he be- 
came vice-president and secretary in 


irplus lins charge of loss and claim operations 
ing of suf in 1954. 


fective Nf Mr. Tarter joined Home at Chicago 
license f§ in 1934 as a special agent and was later 
quired boni 


» transferred to Louisiana as a state 
nillion. Tkf agent in the farm department. He be- 
1 and ef came recording state agent in 1951 and 
annual Kentucky manager in 1955. Mr. John- 
x of 5% @ son, with Home Indemnity since 1950, 
be paid ®§ began as a loss claim superintendent. 
| He became claim manager at Dallas 
rplus lif and Chicago. Later he was elected as- 


e March 31 sistant secretary in charge of nation- 
enses unt} 
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Security-Conn. In 
Offer For Founders 


Security-Connecticut has made an 
offer to acquire Founders of Los An- 
geles through an exchange of one 
share of Security common for three 
shares of Founders. The directors of 
both companies have approved the of- 
fer and will recommend it to their re- 
spective stockholders. It is the pres- 
ent intention of Security to operate 
Founders as a separate company, if 
the offer is accepted. 

At a special meeting of Founders’ 
directors, P. Warren Smith was elected 
president to succeed E. E. Sawyer, and 
was also named a director. Mr. Smith 
is president of Fire & Casualty of Con- 
necticut, a Security subsidiary. 

E. Clayton Gengras and Joseph D. 
Sargent were also named Founders’ 
directors. Mr. Gengras is president of 


Security, and Mr. Sargent is a direc- | 


tor of that company and a partner in 
the banking firm of Conning & Co., 
Hartford. 

Victor H. Rossetti, honorary chair- 
man of Security First National Bank 


of Los Angeles, and Preston Hotchkis, | 


executive vice-president of Bixby 
Ranch Co., will continue as chairman 
and vice-chairman of Founders. 

The acquisition offer is conditioned 
upon acceptance by holders of at least 
80% of outstanding Founders’ stock 
and approval by the insurance depart- 
ments of California and Connecticut. 


R. H. Jackson Peemeted 


Ralph H. Jackson Jr., special agent 
of Aetna Casualty at Nashville, has 
been promoted to state agent. He suc- 





ceeds Robert L. Roland who retired. | 





wide claims operations. He became 
secretary in 1959. 

Mr. Seaman began as a special agent 
at New Orleans in 1944. He later be- 
came state agent. In 1954, he was 
transferred to North Carolina as man- 
ager and in 1958 was reassigned to 
New Orleans as Louisiana manager. 
Mr. Wolff, with Home since 1936, was 
at the New Jersey field office before 
becoming assistant manager at Bos- 
ton in 1953. In 1954, he was appointed 
manager there in charge of Massa- 
chusetts and Vermont. 
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Thanksgiving 1959 


In those lean times when the Pilgrims 
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Write TODAY fora valuable 
agency appointment 


HOLYOKE 


FIRE INSURANCE COMPANY 


SALEM, MASSACHUSETTS * FOUNDED IN 1843 





lived in cabins like this, personal property 
was scarce and real estate values were low. 
The chance of loss was great, yet there 
was small opportunity for insurance. 

But today, we all have material goods 
in abundance, and to protect us against 
loss, insurance of all kinds is available. 

It’s worth remembering, in this bounti- 
ful Thanksgiving season, that insurance is 
certainly one of the institutions most 
important in making America prosperous 
and strong. 

We at the Holyoke Mutual are thankful 
we can assist in building the economic 
security of this nation. 
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The home of Barney and Bea 
Caught fire . . . a catastrophe! 
But quick as a flash 
Who showed up with cash? 


Their agent from G. F. & C.! 


You, too, can be a hero to your client when you have 


GF&C’s guarantee of performance on every policy: 


© Quick and understanding underwriting service 
@ Prompt and fair settlement of claims 


@ Expert engineering facilities 


GENERAL FIRE AND CASUALTY COMPANY 


(A Stock Company) 
Home office: 1790 Broadway, New York 19, N. Y. 
Newark Philadelphia 
Pittsburgh 


Chicago 
Minneapolis 


® Insurance written through agents and brokers only 
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Record Crowd At Indiana Agents Annugq| 


(CONTINUED FROM PAGE 1) 


the program to make it fully effective states. In fact, these companies 
for every agent who contributes to the been dominant in the auto fielg 4 
national effort. John A. Templeton of since long before economy auto , 
Terre Haute, lst vice-president of the were introduced elsewhere. Now, 
* association; C. H. Haskett of Roches- bureau companies joining the 





Cosmopolitan Insurance Company 


ter, 2nd vice-president, and H. J. petitive fray with merit rating pg Co 


“Largest Underwriter of : Gescheidler Jr. of Hammond, state and special policies, the indepengelas b4 
Surplus Physical Damage Retrospective Contracts” ~__ national director, urged every agent to are moving to defend their business gating 
join the campaign. launching economy and other sgnich 


One of the best attended sessions of auto plans through subsidiary gg lputl4 
the meeting was the session on selling panies. rema 
and merchandising as means by which As an example, American gpakS 
the agent can build identity with his was ready this week to begin pygyl gum 

: public, which was presented by Arthur its American Economy Ins. Co, 
« Surplus Physical Damage on a ~— _Dannecker, manager of advertising and gram, and other insurers 
: nn . : public relations of Ohio Farmers com- this area were appearing with 
Retrospective commission basis _. panies. This was the presentation, with auto subsidiaries, or pushing ones 
variations and additions, which Mr. have had for some time. 
Dennecker made at the Ohio agents’ Companies that were promine 
convention. Panel members—Charles seeking agency business duri 
G. Beatty of Seymour, Herbert Beitz convention with headquarters 
of Kokomo, Richard Cain of Evans- other ideas, along with a report 
ville, and J. W. Flynn of Indianapolis— the other features of a good prog 
told how their local boards and indivi- will be reported in next week's j 
dual agents have made the Big I 


ger sapere — in a ; Intl. Guaranty Offers 
ne o e most amazing features o 
the convention was the number of To Settle For $90,000 
companies that indicated their desire International Guaranty & Insy 
to do business with agents by main- of Algiers, seized last year by the 
taining hospitality suites, by having ifornia department, has offered to 
displays, and by other well advertised vance $90,000 to pay off Califon 
means. Though a very high percentage claims through the legal firm of Hel 
of the more than 1,300 who registered Ehrman & White. J. W. Ehrlich, atty 
Satie for the convention consisted of agents, ney for the company when first st 
Wie thienh tendon teeid: » the number of companies on hand in ing operations in the state, and § 
Room 612 - an advertised way exceeded anything Hopps are not connected with thisy 
Chicago, Illinois in this reporter’s experience. If there move, in the opinion of deputy attomg 
is any strain on the relations between general Harold Haas. The compay 
agents and companies in Indiana, it is now has headquarters in Chicago, 
one of togetherness. The offer was made in petition 
One of the corridor discussions by Superior court judge Preston Devin 
agents was the moves that are being Who has presided over all Previous pty 
made by companies in the automobile ceedings. The company claims it hi 
field. Much of this business in the state already paid more than $48,000 in 
has been written for years by inde- Settlements. 
pendents, many of them Indiana com- 


panies or companies from neighboring Ford Is Forming Auto 
Insurance Subsidiary 


Ford Motor Co. has indicated its 
tention of forming an insurance sb 
sidiary to provide auto physical d 
coverage. The new unit will o 
| in conjunction with the sales fini 
i operations of the Ford Credit 
= formed last August. 

T. O. Yntema, vice-president of 
nance for Ford, said that the i 
unit would be in line with com 
policy to furnish, wherever feasi 
;i fw services that can be most useful 
i “een te. % dealers and customers. He indi 

that details of the insurance subsi 
iary’s organization and operation 
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New England's earliest settlers learned from the Indians not complete at this time. 
how to tap the Sugar Maple. Their technique ti 
for converting the clear sap into golden Maple Syrup Kentucky Agents Elect 
remains a ritual of Spring throughout America’s hardwood C. J. Baugh President 

Maple forests. In its dealings with Independent (CONTINUED FROM PAGE D 
Insurance Agents, Peerless Insurance Company, cost allowance of 5% in the state aw 
too, carefully preserves a tradition of service and a proposal to increase auto premillls 
dependability, providing a portfolio of Mr. Chrisman said the ca 

modern multiple-line coverages in the Bond, socetes SeORy Sea 


by National Bureau and NAUA # 
both measures. He noted, howevé 
that the situation was “somewhi 
delicate” for the agents. On one hatt 
the approval of the filing was to p& 
mit the companies to continue accep 


Fire, Accident & Health and Casualty fields. 








-Bonds and Burglary 





PEERLESS 











ing automobile business from 8 
Fire and Inland Marine agents, while on the other it was 
i Snsuvance Q) Company that causing the public to pay highé 
Accident and Health to : hich — woul 
¢ as aa Tiahili Lines : ] An Oc wow tngiana Comper, surance premiums, Ww 1 
sy me Laniny ‘ . & amount to an increase in two suce® 
oe Re ee ay __ A Multiple Line Company Keene, New Hampshire sive years, would have had just # 


adverse effect as the 5% red 

because of an “unappreciative” 
Further details of this meeting 

appear in next week’s issue. 
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independel . : 
= lating relations with agents by Archie 


insurance of 
Butler University, who addressed his 
remarks to members of Indianapolis 
A&S Assn. Delivering an iconoclastic 
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gent Relations 


Companies were violently assailed 


being responsible for their deterior- 
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OF OUR FAMOUS 


INTERLAND! CARTOONS 


So many agents have requested that we 
make copies available for framing, that 
we have decided to reprint the entire 
series of 12 Interlandi cartoons you have 
been seeing in 1959 Bituminous ads. 


These will be reproduced on beautiful 


white matte stock (picture only, no ad- 
vertising message) and will be available 
about the first of the year. Use the 
coupon below to reserve your set free. 
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but thought-provoking talk, Prof. Ni- 
chols scored everything from company 
advertising—calling it “uninviting, un- 
imaginative, undirected and undated” 
—to the human life value as an 
agent’s approach. 

The identity of companies and of 
agents is not one and the same, he 


ment of brokerage by major companies 
that once allowed only their own 
agents to sell their product. “Thus, 
since the public can now obtain the 
same product from almost any agent, 
the agent is of far less importance than 
the company.” 

Breaking the exclusiveness of prod- 


Problems Of Aged 
Are Interrelated, 
Follmann Tells AMA 


charged, and the companies foster the 
duality. Companies are working to 
identify themselves with the buying 
public and leave the agent “swimming 


The first step in reducing the im- 
portance of the agent was the develop- 


SERVICE 


products, 
which 


“Look at 


uct has been followed, he charged, by 
the development of strictly company 
such as credit 
is sold direct to the buyer 
without the intervention of the agent. 
insurance 


(CONTINUED ON PAGE 30) 


“You mean to say you and th 


insurance, 


advertising,” 





















e ‘special’ together 


couldn’t get the business?” 






Doubling up on manpower avails little 
unless the company man is an under- 
writer with authority. Bituminous has 
no “specials.” Instead, Bituminous has 
underwriting specialists with the knowl- 
edge and the authority to offer individu- 
ally tailored rating plans for your 
important compensation risks. Following 
Bituminous’ philosophy that every cov- 
erage should be appraised on its own 
basis, your Bituminous man can develop 
and offer a plan acceptable to the in- 
sured, the agent and the company. As 
a noted insurance editor recently said of 






SECURITY 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY e 
Specialists in Workmen's Compensation 


a Bituminous man, “he has the reputa- 
tion of having dried the tears of many 
an agent languishing at the stone wall of 
workmen’s compensation problems.” 





TO SERVE THE AGENT 


Bituminous maintains strategically located branches 
or general supervisory agents at Atlanta, Belleville, 
Birmingham, Charlotte, Chicago, Coral Gabies, 
Dallas, Detroit, Indianapolis, Kansas City, Louis- 
ville, Milwaukee, Minneapolis, Nashville, New 
Orleans, Omaha, Philadelphia, Pittsburgh, Richmond, 
Rock Island and St. Louis. 











Bituminous Casualty Corporation 


ROCK ISLAND, ILLINOIS 


The many problems of the aged are 
interrelated and present a challenge 
to both insurance and industry, Joseph 
F. Follmann Jr., information and re- 
search director of Health Insurance 
Assn. of America told American Man- 


(CONTINUED ON PAGE 42) 


10 


Current interest in economy auto- 
mobile insurance plans prompted an 
agent who has been selling them ac- 
tively for five years to make several 
observations based on his experience. 

The agent described his organiza- 
tion as “all stock (for the present, any- 
how) in the $500,000 class.’ Most of 
the automobile business has _ been 
placed in two well known stock com- 
panies using economy plans, with lim- 
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Agent Tells Of Troubles With Economy 
Auto Plans-And Of Their Inevitability 


ited experience with two others. He 
states: 

Seems the industry is a “passel of 
paradoxes.” We all wish it could be 
staid and unchanging and nothing 
would disturb our renewing the busi- 
ness on the books, picking up a new 
account now and then, and contin- 
ue steadily depreciating our golf 
shoes. It certainly is not that way, 
though. The consumer dictates how the 


CREDIT 
ACCOUNT 
PLANS 


industry will function and he does it 
with his buying habits. The companies 
that are progressive are properly ana- 
lyzing the buyer’s desires. The pro- 
gressive companies, direct writer or 
agency, do not make the changes— 
the consumer does. Please pass this 
on to Hartford and New York City. 

We hate to change our methods 
and routine. But we see only grim 
outcomes to the waste of energy that 
goes into fighting progress, and we 
feel that the National Assn. of Insur- 
ance Agents might well reconsider 
many of their positions in this light. 
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In our operations we found: 

1, The expense of putting aj 
auto business that qualifies into 
economy plan is tremendous jp , 
beginning. The commission q 
cut in half and you get still only » 
half of that now and the other half 
six months. But this expense jg , 
nearly so great as the “expense 
not renewing the policy at all. Thy 
too, you are finally compensateg } 
cause your volume will more 
double on down the line. 

2. Yes, you have to put it all the 
You're dishonest if you have the y, 
and don’t offer it to all your clip 
who qualify. 

3. You can resume being a tp, 
honest salesman. You can op 
pete with the direct writer and } 
on the basis of cost, coverage 
service. And, you can stop using 
those trite lies about the direct writ 
that have been used so long to try 
offset the tremendous price differe 
tial. 


Can’t Handle Some 


4. True, there are customers y 
can no longer handle. You can't » 
your cream in the cut rate plan a 
leave the milk in your standard cop 
panies. But your cream is nine out, 
10. Should you continue to overcharg 
the nine to serve the 10th? Of cour 
not. 

5. This matter of collection. Custop 
ers who used to take nine month 


_ payments—those whose payments can 


just as we were exasperated and rea(j 
to cancel—now pay cash on the line 
rect to the company. You should s 
what happened to our accounts 
ceivable. 

6. Ownership of expirations. I hay 


_ always doubted the value of the mear 


ing of this expression. In our oper. 
tion we “own” the expirations and tl 
company couldn’t steal them as loy 
as we could find a company to put tl 
renewals in. True, it would be a bi 
job to contact each client and switt 
him, but no bigger than any othe 
similar task in the replacing of anit 
surer. 


Efficiency Means Survival 


Let me finish off this disjointed ds 
course with this thought. To those wh 
worry about the death of the Amer 
can agency system: If it dies, the con 
sumer will kill it because we have 
lowed it to become no longer suii 
ciently efficient to compete in the 
market place. But if each worrying 
agent will just make sure that hes 


' really performing an economic fut 


FIREMAN'S FUND INSURANCE COMPANY 
MOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 


tion, he’ll always be well paid for hij 
services, wherever he may end up? 
the industry. 


Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & co. 
| 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CGMS 


You may telephone orders collect. 
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FASTEST SELLING PACKAGE 
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ttl 


INA originated the Homeowners and INA leads the field in volume written. This is a real showing in leadership, 


the kind the agent with a future should have, helping him get and hold business in any line. And here’s a point: 


yright | 
‘OCKS: 


the Homeowners is an opening wedge into complete family protection. One agent, one source, one monthly 


payment under INA’s new convenient |NAmatic plan. All this is extra value to help make your tomorrow big. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America Indemnity Insurance Company of North America . Life Insurance Company of North America . Philadelphia 
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Reviews Problems That Thwart 
A Company’s Claim Obligations 


The control of losses begins before 
the inception of coverage, Malcom L. 
Hanson, assistant secretary of Indem- 
nity of North America, told American 
Management Assn. at its fall insur- 
ance conference in Chicago. 

Stating there should be a good busi- 
ness relationship between insured and 
his company, Mr. Hanson reviewed 


various situations which had occurred 
in his own experience that had 
thwarted or impaired the proper func- 
tioning of the company’s claim obli- 
gations. 

Perhaps the most common and 
frustrating complaint of the company 
is the matter of delayed initial reports. 
In this day of claim mindedness on 


the part of the public in general and 
the demands by labor unions and 
workmen’s compensation boards for 
prompt payment in lost time cases, 
any delay in reporting can prove ex- 
pensive, he said. 


Some Caused By Indifference 


Sometimes delays are the result of 
indifference on the part of the insured, 
but more likely they come from other 
internal causes. Red tape can be one. 
For example, a large insured, with 
branches throughout the nation in- 
sists that claims and losses be reported 





Here’s one time you WANT all your 
eggs in one basket 


When it comes to premium budgeting, you 
want to use the one plan that is best for you 


and your insureds. 


That plan is Afco, and it is best because it 
lets you combine all of an insured’s premiums 
—not just those of a particular company or 
pay-by-the-month 


group—under a single, 
arrangement. 


are limited to the policies of that company 
only. What’s more, if you are confronted with 
more than one company plan you run up 
against different forms, different instructions, 
different rate schedules 
so much more practical to put all your eggs in 
one basket, and let Afco take care of it for you. 

With Afco, you get full premiums in cash 





and no package. It is 


Probably the most important aspect of your 
independence as an agent is the freedom to 
place different coverages with various com- 
panies for your insureds. Afco, with more than 


right away, and this convenient premium 
budget plan can help you: 


-Sell more home and automobile policies 
Sell higher limits 
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to the insurer from one centra] So 
only, purportedly to maintain con! 
This could be rectified by hayj 
sured’s branch office report to 
nearest local claim office, with a 
to the central office of the ing 
Days, if not weeks, could be saveq. _ 

Another and sometimes more cog 
cause can be lack of internal cong 
by insured, Mr. Hanson asserted, 
managers, despite their broad Capabili 
ties, are seldom good claim adj 
In their zeal to maintain custom 
relationships, they attempt to hang 
what they consider customer og 
plaints without informing the ing 
ance department until the matter 
beyond the complaint stage, ang } 
that time a law suit has been fij, 
Then, for the first time, the insurer; 
called upon to defend insured’s inte 
ests. 

Many large companies have employ, 
relations departments. In some cage 
employes with illnesses or injurig 
who have reported to these deps 
ments, have been erroneously informe 
that the illness or injury arose out 
their employment, creating lain 
which should never have been yp 
sented, at least not under workmen, 
compensation coverage. 


Can Reduce Claim Costs 


An insured can reduce claim cogs 
for workmen’s compensation by 
promptly informing the insurer whe 
an injured employe returns to work 
Over-payments of compensation ap 
difficult and sometimes impossible 
recover. Personnel departments shoul 
be alerted to sending immediate noti. 
fication of return to work to the com 
pensation insurer, Mr. Hanson sy. 
gested. 

Another source of inadequate cop. 
trol could be termed as something les 
than wholehearted cooperation, he said 
There seems to be a general attituk 
among those not connected with th 
industry to view the loss problems @ 
an insurer with little or no sympathy. 
Seldom do they realize that the los 
ratios sustained ultimately affect thet 
future premiums. Too often claim ma 
find an air of indifference on the pat 
of insured, as if to say, “Don’t bothe 
me, it’s your baby.” 

What is even more disconcerting 
Mr. Hanson said, is that these people 
whose testimony is vital to the dé 
fense, will object for various reasons 
to appearing in court. Seldom is there 
complete refusal, but postponements 
and delays in litigation result. A te 
luctant witness is a dangerous witnes 
on which to base one’s defense. 

Another. problem frequently et 
countered, which might be called lack 

(CONTINUED ON PAGE 31) 





OTIS CLARK & CoO. 
Reinsurance 
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«Sell more commercial policies 
Reduce your operating costs * 


480 subscribing agency companies, helps you 
maintain that independence—and gives you 


the complete budget package. Let your insureds know about the monthly 


payment package—you owe it to them. 


TREATY 
« 
EXCESS 
KANSAS CITY 


2200 West 75th St., Kansas City 15, Mo. sd 
SAN FRANCISCO 

142 Sansome St., San Francisco 4, Calif. 
LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif. 


Almost all individual company budget plans 


NEW YORK 

100 William St., New York 38, N. Y. 
BALTIMORE 

201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 

327 So. La Salle St., Chicago 4, Illl. 


206 SANSOME ST. 
SAN FRANCISCO 4 


PHONE EXBROOK 2-S16% 
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REINSURANCE 


TIMELY TOPIC— 


Reinsurance—any day, 
especially today, with 
1960 coming into view. 


We can do some special 
contract - building just to 
your exact measure. 


The essentials are here: 
geographical spread, ex- 
perience, capacity and the 
will to cooperate. 


MULTIPLE LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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Salesman? 


because 


KNOWLEDGEABILITY SELLS 


Set against a backdrop of the world’s most exciting city, the Royal- 
Globe Agents’ School offers, tuition-free, a concentrated course in 
insurance. Career men across the nation attest to its breadth and 
depth, and to its helping them to a consistent command of insur- 
ance knowledge — an important factor in success. 


Call your multiple-line fieldman; enroll in the seven-week class 
starting February 15. 


The Agents’ School is another 
reason why, with agents, 
Royal-Globe is 


“TOPS IN EVERY SERVICE” 


ROYAL BAGLOBEGI 


INSURANCE GROUP new york 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIC’ 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD - THAMES & MERSEY MARINE INSURANCE COMPANY. LTD 





Conventions 


Nov. 29-30, Arkansas agents, midyear, Hotel 
Lafayette, Little Rock. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washington, 
a Ss 


1960 


Feb. 4-5, Conference of Mutual Casualty Com- 


panies, fire meeting, Conrad Hilton Hotel, 
Chicago. 


| Feb. 15, Insurance Economics Society, executive 


committee, Drake Hotel, Chicago. 

Feb 17-19, Michigan agents, midyear, Sheraton 
Cadillac Hotel, Detroit. 

Feb. 18-20, Texas mutual agents, midyear, 
Commodore Perry Hotel, Austin. 


} March 3-4, Washington agents, midyear, Marcus 


Whitman Hotel, Walla Walla. 

March 10-11, Conference of Mutual Casualty 
Companies, underwriting meeting, Conrad 
Hilton Hotel, Chicago. 

March 10-12, Tri State mutual agents of Penn- 
sylvania, Maryland and Delaware, annual, 
Pittsburgh Hilton Hotel, Pittsburgh. 

March 15, New Jersey agents, midyear, Stacy 
Trent Hotel, Trenton. 

March 17-18, Ohio mutual agents, annual, 
Manger Hotel, Cleveland. 

March 27-29, National Assn. of Insurance 
Agents, Southern territorial conference, Ar- 
lington Hotel, Hot Springs, Ark. 

April 6, New Hampshire agents, midyear, Man- 
chester Country Club, Manchester. 


| April 7-8, National Assn. of Casualty & Surety 


Agents, midyear, St. Anthony Hotel, San 
Antonio. 

April 10-12, Mississippi mutual agents, annual, 
Buena Vista Hotel, Biloxi. 

April 23-27, National Assn. of Insurance Agents 
—National Board of State Directors, midyear, 
and Midwest territorial conference, Nether- 
land Hilton Hotel, Cincinnati. 

May 1-3, Iowa agents, annual, Blackhawk 
Hotel, Davenport. 

May 2-3, Minnesota mutual agents, midyear, 
Pick-Nicollet Hotel, Minneapolis. 

May 5-6, Conference of Mutual Casualty Com- 
panies, claims meeting, Conrad Hilton Hotel, 
Chicago. 

May 8-10, Alabama agents, annual, Stafford 
Hotel, Tuscaloosa. 

May 9, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago 

May 9-11, American Mutual Insurance Alliance, 
annual, Edgewater Beach Hotel, Chicago. 

May 9-11, National Assn. of Independent 
Insurance Adjusters, annual, Broadmoor 
Hotel, Colorado Springs. 

May 10, Assn. of Casualty & Surety Companies, 
annual, New York. 

May 12, Midwestern Independent Statistical 
Service, annual, La Salle Hotel, Chicago. 

May 13-14, Oklahoma agents, annnual, Mayo 
Hotel, Tulsa. 

May 14-16, New York agents, annual, Concord 
Hotel, Kiameska Lake. 

May 15-17, Virginia & District of Columbia 
mutual agents, annual, Shoreham Hotel, 
Washington, D. C 

May 15-18, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 

May 16-18. Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Sherman Hotel, Chicago. 

May 19-20, Arkansas agents, annual, Arlington 
Hotel, Hot Springs. 

May 19-21, Texas agents, annual, Austin Hotel, 
Austin. 

May 26, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York. 

May 28-June 1, American Assn. of Managing 
General Agents, annual, Sea Island, Ga. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 1-17, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 9-11, Florida agents, annual, Fontain- 
bleau Hotel, Miami Beach. 

June 12-15, Conference of Mutual Casualty 
Companies, management conference, Park 
Palace Hotel, Traverse City, Mich. 


| June 16-17, Wisconsin mutual agents, annual, 


Schwartz Hotel, Elkhart Lake. 

June 16-18, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 22-23, Georgia agents, annual, General 
Oglethorpe Hotel, Savannah. 

June 26-29, Virginia agents, annual, The Cava- 
lier, Virginia Beach. 

July 7-9, International Assn. of Insurance 
Counsel, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 


| August 7-12, Honorable Order of the Blue 


poe ag annual, Sheraton Cadillac Hotel, De- 

roit. 

August 14-17, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 
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ATTENTION 


FIRE and CASUALTY 
UNDERWRITERS ! 





Underwriters Films 
announces the first 
stock sales film in the 
casualty field | 


THE 


"FOUR '" ONE’ 


STORY 


11% minutes of 
captivating sound .., 
52 frames of 
colorful, entertaining 
sales motivation. 


TO HELP YOU: 

1. Sell Homeowners 
Plans. 

2. Increase present 
customers levels. 


BE THE FIRST IN 

YOUR AREA WITH THIS 

NEW aupio-visual 
APPROACH! 


DISTRIBUTORS 
COAST TO COAST 
TO Give YOU 
A DESK-SIDE 
DEMONSTRATION 


WRITE 
TODAY 


FOR FULL DETAILS 


2025 GLENWOOD AVENUE 
TOLEDO 2, OHIO 
Leading producers of sound-slide fim 
for the Insurance Industry. 
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Polictes in 


interview, 


thanks to The Travelers 
Premium Budget Plan,” 


- «- ROBERT J. SALISBURY, 
Roslyn Heights, N.Y. 


“I’m really enthusiastic about The 
Travelers Premium Budget Plan,” says 
Agent Bob Salisbury. “‘My prospects are, 
too, for there’s tremendous appeal in this 
new plan that lets them wrap up all their 
personal or business insurance in a single 
program and pay for it by the month with a 
single check. 


“My first Premium Budget Plan 
interview was with a young couple who 
had just moved into a new home. Here are 
the results: Automobile coverage, Home- 
owners policy, Mortgage Redemption; a 
Family Life Insurance policy, and 
Accident Insurance . . . all possible 
because premiums could be put on a 
pay-by-the-month basis.” 


MR. SALISBURY found out how effectively 
The Travelers Premium Budget Plan can 
help build premium volume. This new 
method of merchandising and financing 
all the personal and business lines of 
insurance also cuts red tape and helps 
meet competition on all fronts. And it will 
save you expense dollars in the operation 
of your office. Find out what The 
Travelers Premium Budget Plan offers 
you by writing our Manager in the branch 
office nearest you. 


THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 





D 


15 








16 


Explores Problems, 


AeNATIONAL UNDERWRIFER 


Possibilities 


Of Insuring Driver, Not The Car 


Don E. Johnson, underwriting vice- 
president of Nationwide Mutual, asked 
for his comments on the idea of insur- 
ing the driver rather than the auto- 
mobile, replies: 


Perhaps the best way to begin 
would be to list the major advantages 
and disadvantages of such a plan. Let 
it be understood that the subject is a 
plan to insure named drivers or named 
drivers’ legal liability, as opposed to 
the current plan of having liability 
coverage follow the automobile so 
that, under the omnibus provision, 
coverage is provided for what would 
otherwise be construed as the legal 
liability of others. 

The advantages are reduction of risk 
and improved underwriting control; 
more equitable distribution of the cost 
of insurance; and possible reduction 
of losses. The disadvantage is addi- 
tional control problem for the states. 


The way in which adoption of the 
plan would reduce risk and improve 
underwriting control is obvious. Since, 
for this line, moral hazard is the prin- 
cipal consideration, effective evalua- 
tion and handling of risk are made 
difficult by lack of positive knowl- 
edge of the possible number and char- 
acter of drivers for whom coverage 
will be provided. 

While the nature of this problem 
with the present plan is clear, its ac- 
tual extent is not. There is a growing 
belief, however, that the number of 
accidents involving persons for whom 
coverage is provided under the omni- 
bus provision is considerable. Perhaps 
the excess of drivers’ license revoca- 
tions over accidents where insurance 
was lacking during the past year or 
two in New York indicates that this 
is true. 

In any event, the belief is there and 
has undoubtedly played a part in such 


tightening of the auto insurance mar- 
ket as there has been during the past 
few years. It is natural, therefore, that 
underwriters should, from a financial 
standpoint, seek the reduction of risk 
and improved underwriting control 
which adoption of a named drivers’ 
coverage plan would bring. 


Right To Cancel 


I expect also that there is more than 
a little concern that, one way or an- 
other, some of the states will impose 
restrictions on the insurers’ right to 
cancel, leaving them unable to retire 
from a risk which they did not really 
know in the first place. If there is 
not, there should be. 

There is an even more important 
other side to this coin, however. Dim- 
inution of risk and fear in the auto 
insurance business will inevitably 
mean an improvement in the ability 
and the willingness of the business to 
provide service sorely needed. The 
omnibus provision is not the only prob- 
lem with auto business, of course, and 
so the point is valid with regard to 
other sources of uncertainty also. Even 
so, adoption of named drivers’ cover- 
age would be a big step toward get- 





~ 
Por TPT 
Be Rl ae. 





To the many brokers who have recently earned 


the C.P.C.U. designation, 
compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Prudential sends its 


The 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 


INSURANCE COMPANY OF AMERICA 
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Prudential £ 


LIFE INSURANCE * ANNUITIES * SICKNESS AND ACCIDENT PROTECTION * GROUP INSURANCE * GROUP PENSIONS 
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ting this business on a sound techy, 
cal basis. 

Such a move would, at the 
time, be another step in the long 
trend toward greater equity in the 
distribution of the cost of in 
There are two ways in which this 
would be true. Although the 
would represent a useful narrowing 
coverage under each contract, it 
be a narrowing of coverage. The 
of accidents heretofore covered 
the omnibus provision would therefor, 
be charged against other policies, Ay 
suming continuation of the treng to 
ward using accident history as a ry, 
ing factor, more equitable distributiq, 
of insurance costs would result. Thep 
may also be additional purchase y 
coverage, with the same result. 

Thus, it would seem that name 
drivers’ coverage would make sen 
both to insurers and to their custome 


Might Reduce Accidents 











It may also be that more and mop 
equitable distribution of  insurang 
costs will ultimately result in a », 
duction of accidents. It has historically 
been the case that wherever equitab; 
insurance pricing has pointed up in- 
tolerably high levels of hazard, steps 
have been taken to reduce the hazarj 
Insofar as this hoped-for result ¢ 
more equitable pricing is achieved 
and it has been in the past—then elip. 


(CONTINUED ON PAGE 42) 


Lumber Mutual Of Boston 
Offers Billing, Policy 


Writing To Mass. Agents 


On Jan. 1 Lumber Mutual Fire of 
Boston will offer both policy writing 
and direct billing service to thos 
Massachusetts agents desiring it. Th 
new operation will be known as th 
Lumbermatic plan. 

Agents electing this method of ope- 
ation will retain all of their indepeni- 
ent status. In addition, ownership ani 
control of expirations and _ renewak 
will be retained by agents. 





Eight States Eye Uniform 


Auto License Crackdown 


Representatives of motor vehicle de 
partments of eight northeastern states 
in a meeting at Trenton, N. J., agreed 
in principle to suspend licenses o 
home-state motorists who are persist- 
ent law violators in the other states 
The representatives from New York, 
New Jersey, Pennsylvania, Maryland, 
Delaware, Connecticut, Massachusetts 
and Rhode Island agreed that a ui- 
form program would be difficult t 
achieve and referred the problem to? 
workshop of the eastern region d 
American Assn. of Motor Vehicle Aé 
ministrators. 


The conferees agreed that motor 
ists should not be permitted to be l- 
censed in two or more states so thal 
they can keep driving if one is 
voked. 









THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
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Continental Casualty Producers: 


<{0IN THE NATIONWIDE ENROLLMENT CAMPAIGN 
FOR 65-Phis State Agents 


Alabama—John E. Meloy 
ell Bidg., Birmingham 3 


® Alaska—Townsend Alaska Agency 
308 East Street, Anchorage 
Arizona—B. L. Udell General Agency 
31 Luhrs Arcade, Phoenix 








Arkansas—Rector-Means & Rowiand 
312 W. Capital, Little Rock 

California—National Agencies, Inc. 
3663 West 6th Street, Los Angeles 5 

Colorado—Gates-Stone & Co. 

re and mor 1660 Stout St., Denver 2 

f insu Connecticut—Berg, Ellis & Wolf Agency 


"<=! The Hospital-Surgical Policy for |Everyone 65 or Over | “iisiisisteiiaitins 


‘ir Customers 








Delaware—J. A. Montgomery 





ver equitable Edmonds Bidg., 917-15th St. N.W., Washington 5 
inted up j Florida—Builders Mortgage Insurance Agency, Inc. 
P in 6160 Central Ave., St. Petersburg 7 


nazard Florida—Davis-Gillingham Associates, Inc. 


aan B d December 8 illb db 
“the taa| Between now and December 8 you will be supported by a power | wiz°masrricer ris 
or result of oe King of Setahens, Honolulu 14 
$ achieved_ I111 Main St., Owyhee Hotel Bidg., Boise 
—then elim. _ be iMlinois—Youngberg-Carlson Co. 


e oe + e e 
223 W. Jackson Bivd., Chciago 6 
a"! ful advertising and publicity ca mpaign which will be seen by} (23r eters: 
1715 East 52nd St., Indianapolis 5 
. lowa—Steadman & Blackburn . 
soston 804 Register & Tribune Bidg., Des Moines 9 
y wapo8 Riss Building, Kansas City Mo. 
Kentucky—Allen M. Reager Company 


310 W. Liberty St., Louisville 2 
gents Louisiana Emery a kaufman Limited 
. 14 Camp Street, New Orleans 1 
tual Fire of Maine—). Harold McQuade 
licy writing » | » | 134 Congress Street, Rumford 


Maryland—Hack Insurance Agency 
ce to those 18 E. Lexington St., Baltimore 2 
Massachusetts—Gilmour-Rothery & Co. 





ring it. 
10 ad Te 40 Broad Street, Boston 2 
wn as the peop e Michigan—C. M. Verbiest & Associates, Inc. 
~ stone Be a ae. —- Ave. and 
rand Circus Park, Detroi 
hod of oper. Minnesota—Edward J. LeClair Agency, Inc. 
ir independ. 315 Northwestern Bank Bidg., St. Paul 1 


weet TWO-PAGE ADS WILL APPEAR IN | ff stes-- 
1d renewal = Missouri—R. B. Jones & Son 
301 West 11th St., Kansas City 6 


Missouri—Sidney Salomon Jr., & Associates, Inc. 
1006 Ambassador Bldg., St. Louis 1 
Montana—W. S. Toohey 

















j 618 Metals Bank Bidg., Butte 
iform Nebraska—Foster-Barker Company 
down Foster-Barker Bidg., 209 S. 19th St., Omaha 2 
pa te A. ly ge 
. i 50: uth 18th Street, Omaha 
vehicle de- Nevada—Nevada-Pacific Company, Inc. 
astern states 2032 E. Charleston, Las Vegas 
N. J., agreed New Jersey—C. J. Simons & Co. 
oui 563 Broad Street, Newark 3 
licenses of Hon Gempetne—fomee Danais 
. 1 m Street, Manchester 
are persist New Mexico—Fidel Romero 
other states. ‘ Suite 707. Simms Bldg... Ademuorque 
ew York—Leonard Davis & Co., Inc. 
New York, 76 William Street, New York 5 
, Maryland, New York. W. iL foe & h Son, I Inc. 
aiden Lane, New Y 
assachusetts North DaketacLahe & Lahr, 267 Fifth St., Bismarck 
that a uni- Ohie— stienderson nsurancs Agency 
j ig reet, Columbus 
difficult Oklahoma_—C. L. Frates & Co. 
roblem to # 720 N. W. 50th St., Oklahoma City 18 
| region oreety SW 19th ve Portland 5 
.W. ve., Portla 
Vehicle Ad- Pennsylvania—Parker & Co. 
1616 Walnut Street, Philadelphia 3 
Rhode Isiand—Starkweather & Shepley, Inc. 
‘hat motor- eA. ~ * maa 2 
4 ‘olina— oO Harve 
ed to be li- P. 0. Box 262, Greenville 
ites so that South Dakota—Homer E. Grinde 
one is Ie 1504 E. 33rd Street, Sioux Falls 
Tennessee—joe Cambron Insurance Agency 
" 728 4 ee Se ee Nashville 3 
° * > . exas—Drake-Alexander 
For further information and promotion material contact the 65 Plus state agent eae Mercantile Dallas Bulling, Dallas 1 
e —Continen gency 
a t ea Offi 320 East 4th St., Salt Lake City 
RANCE a right or your n rest Branch ce Vermont—McAllister & Kent, 131 N. Main St., Barre 
Virginia—James W. Tinsley, ir. 
VORLD 310 Mutual Bidg., Richmond 19 
e Washington— —Michael mae Inc. 
424 Yale, North, Seattle 9 
] n Aa n cd ad S u d Oo m d n West Virginia—McDonough - <alammamae 
Shepherd and Goldsmith 
\ 31 wee ae od pone ‘on oes = 7 a 26 
} e sconsin—Robert Voge ssociates, Inc. 
0 SOUTH MICHIGAN AVENUE CHICAGO 4, ILLINOIS Suite 238 0, 324 € Wisconsin Ave." Milwauhee 2 
A member of the Continental-National Group —= Casey Sirectn, Ghapeane 


65 Plus is not available in 
North Carolina and Georgia 























44 BRANCH OFFICES FOR FAST, EFFICIENT SERVICE 


Home Office Department: Aurora, IIl., Chicago, Cincinnati, Cleveland, Columbus, Dallas, Dayton, 
Denver, Des Moines, Detroit, Grand Rapids, Greensboro, N. C., Indianapolis, Kansas City, Lansing, 
Mich., Louisville, Milwaukee, Minneapolis, Oklahoma City, Orlando, Fla., Toledo, South Bend, Ind., 
Springfield, Ill. Eastern Deparment, 17th Floor, Broad-Locust Bidg., Philadelphia 2: Baltimore, Haddon 
Hts., N. J., Harrisburg, Newark, Philadelphia, Pittsburgh, Scranton, Washington. Pacific Department, 
208 W. 8th St., Los Angeles 14: Compton, Fresno, Inglewood, Long Beach, Los Angeles, No. Holly- 
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WHO NEEDS THE PROTECTION 
OF LIABILITY INSURANCE? 


You'll find the answer in these headlines of actual 
newspaper reports. It’s Property Owners . . . Con- 
tractors... Manufacturers... Storekeepers .. . People! 


Yes, the field for selling liability insurance in its various forms 
is a big one. It’s ever widening, too, as the trend is for juries to 
make higher and higher awards in damage suits. 

Ohio Casualty representatives are in excellent position to 
serve their clients in this field. In commercial liability lines we 
write: Comprehensive General; Manufacturers and Contractors; 
Owners, Landlords and Tenants; Elevator; Owners and Con- 
tractors Protective; Products and Completed Operations; Con- 
tractual; Storekeepers; Druggists. And these personal lines: 
Comprehensive Personal; Farmers Compre-  S 


hensive Personal; Farm Employers (includ- 

. . / 

ing Medical Payments ). your/ ndependent 
Insurance i /AGENT 

raging 2 --- a. 











Inquiries from responsible 
agents are cordially invited. 


THE OHIO CASUALTY 
INSURANCE COMPANY 





HOME OFFICE, HAMILTON, OHIO 


wood, Oakland, Pasadena, Portland, Riverside, San Diego, San Francisco, Seattle. 


Fire Prevention 
Activities Of WAB 


In 1959 Reported 


A 50% compliance with recommen- 
dations to improve defective risks was 
obtained by state fire prevention as- 
sociations in the midwest, according to 
the annual report ending Aug. 1, 1959, 
of the fire prevention department of 
Western Actuarial Bureau. 

State associations held 79 
inspections and covered 13,099 proper- 
ties. Of these, 84% were found to be 
defective, an average of 3.6 per risk, 
and 39,124 recommendations were 
made. 

Fire prevention men made 428 ad- 
dresses before a total audience of 
123,000. 

Ohio led with the number of town 
inspections (14) and campaigns (9), 


and Illinois was second with nine and | 


six. Michigan had the most risks in- 


spected with 1,865 and Ohio was second | 
with 1,561. Michigan led in number of | 


risks criticized (1,626) and recommen- 


town | 





dations (5,542), and Ohio was second | 


with 1,421 and 5,520. 
Most Talks By Illinois Assn. 


Most talks to students at town in- | 


spections were made by the Illinois 
association, which presented 62 talks 


to an audience of 20,664. Ohio fol- | 


lowed with 56 talks before 20,418. Ar- 
kansas, with 17, led in the number of 
talks before adults and had an audi- 


ence total of 565. Ohio made 12 talks | 


for second place but reached the lar- 
gest aggregate, adult audience of 909. 

Emmett T. Cox of the fire preven- 
tion department again conducted fire 
demonstrations and had charge of fire 
protection at the Prairie Farmer Farm 
Progress Show at Lafayette, Ind. Har- 
ry H. Wolff, also of the department, 
served on the planning committee and 
was chairman of the annual fire pre- 
vention seminar at Columbus, O. 

Sixteen radio stations and four TV 
stations were used for town inspections 
by state associations, and 33 radio and 
16 TV appearances were made during 
Fire Prevention Week. 

State associations again were repre- 
sented on the committee for the inter- 
chamber national fire safety contest 
sponsored by U.S. Chamber of Com- 
merce. Thomas J. Ocasek, manager of 
the fire prevention department, was 
chairman of the committee. 


N. Y. Surety Underwriters 


Elect Carmick President 


Thomas T. Carmick, Fireman’s 
Fund, was elected president of Surety 
Underwriters Assn. of the City of New 
York at its annual meeting. Mr. Car- 
mick succeeds Guy E. Conrath of 
American. 

George K. Sneden, Springfield F.&M., 
was elected vice-president, and Arthur 
H. Kraus, Fireman’s Fund, secretary- 
treasurer. 

Elected to the executive committee 
were A. Earl Usher, Standard Acci- 
dent; M. A. Verdrose, Great American; 
Audley A. Davis, Maryland Casualty; 
Harry D. Schmedes, American Surety, 
and Messrs. Carmick, Sneden and Con- 
rath. 


La. Mutual Agents Plan Midyear 

Louisiana Assn. of Mutual Insurance 
Agents will hold 
business meeting in April, 1960, at 
Alexandria. It will be held in con- 
junction with the mutual agents’ 
workshop sponsored annually by Lou- 
isiana 1752 Club. 


GENERAL 


its first midyear | 
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“You mean I just 
endorse checks” 


CG: That’s right... that’s the only pape 
work you do! But you get 100% oft 
commission checks! 





YOU: Sounds too easy...what’s the hite! 


CG: No hitch. Our Life Departme 
service is absolutely free to you brokey 
You save time because we take care ofd 
the details. No technical knowleig 
needed, either... our specialists tai 
care of that. And last, we make no sila 
recommendation! 
YOU: Then how on earth do you may 
sales for me? 

CG: Over the long haul, just as youd 
We start with a free analysis of you 
clients’ Life policies ...even uninsurable 
YOU: Now that does impress me! 
CG: To show you how valuable this sen 
ice will be to your clients, we'll start }y 
doing an analysis on your own policié 
You: When do we start? 

CG: Right now... by calling the neate’ 
CG office. Give our Life Department 


chance to prove how easy and profita 
selling Life can be. Go ahead. Call them? 


CONNECTICUT 


Life Insurance Company, Hartford 
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insurance 
For 
Modern 


Selling . Yes, Mr. Agent, this is the amount of protection your 
J clients can guarantee to their young sons and grandsons 
through our Automatic Estate Builder. Here’s the way 

it works: 

A man buys $5,000 of the Automatic Estate Builder for 
his son or grandson. At age 21, the protection increases automatically to $25,000, but there is NO 
increase in premium. NO evidence of insurability is required. 

And that’s not all... because 

At ages 25, 30, 35, and 40 the insured has a guaranteed opportunity to increase his insurance 
estate by $10,000 at each age again without evidence of insurability and without regard to 
occupation or military status! The result — a guaranteed insurance estate of $65,000 based solely 
on the non-medical at original issue. 

The Automatic Estate Builder is just one policy in The Employers’ Life program of “‘Insurance 
for Modern Living.’’ Why not see for yourself our complete and competitive portfolio 
with many new and liberal features? The entire program has been designed to 
make it easier for you to sell and easier for the prospect to buy. 








mpploycts : 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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TODAY’S 
TREND... 





... is towards “package protection.” That’s why it’s important, in taking on a 
company in your agency, to pick one that is geared to give you complete 
coverage of fire and allied lines. PLM writes the newest types of policies, in- 
cluding Homeowners, Fire and Extended Coverage, and many forms of Inland 
Marine. It also makes available the PLM Premium Budget Plan. In a word, 
PLM is old enough to be time-tried, young enough to be timely. Why not get 


pim 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 





Founders’ Makes Two 
Texas Appointments 


Founders’ 
ments in Texas. 


W. R. Aiton has been named spe- 
cial agent at Dallas. He has a back- 
ground of fire underwriting, multiple 
line field work and local agency ex- 


perience. 


Aubrey L. Frye will assume super- 
vision of the south Texas territory, 
working out of Houston. He has ex- 
perience in multiple line underwriting 


and as a field man. 


Agent Tackles. A Company 
President In Public Clash 
On Vexing Auto Problems 


Statements 


burg. 
Mr. 


of them out of business. 


Increased rates, Mr. Andrews sug- 
gested, may only lead to insurer pric- 
ing itself out of the market. He called 
for intensified traffic safety programs, 
larger state police patrols, and auto- 
matic jail sentences for certain traffic 


offenses. 


Mr. Bolton, who does not represent 
the 
agents are having a hard time getting 
companies to carry automobile insur- 
ance but that his companies are not 
going broke. He noted that rates are 
fixed by the state corporation commis- 
sion, and it a company finds it is los- 
ing money, it can pull out of the state. 

Mr. Bolton was further quoted as 
implying that “if companies’ special 
agents did not pad expense accounts, 
and if the firms watched their over- 
there would be no raising of 


Mr. Andrews’ company, § said 


heads, 
rates.” 


Lignell In New Post 


S. J. Lignell has joined Wolverine 
Mutual of Dowagiac as general coun- 
sel. Mr. Lignell was in the general 
practice of law for six years and then 
went with Preferred of Grand Rapids, 
for a number of years serving as vice- 
president, general counsel and director 


of claims. 


Olney (Ill.) Agents Elect 
Olmey (Ill.) board of 


president to 


elected to the executive committee. 


has made two appoint- 


made before Virginia 
Highway Conference by T. Coleman 
Andrews, president American Fidelity 
& Casualty, were challenged by Hugh 
D. Bolton, general agent of Lynch- 


Andrews told the conference 
that rate increases are not the answer 
to problems of companies insuring au- 
tomobiles, trucks and buses. Many in- 
surers are operating at a loss, and the 
rising accident rate has put a number 


insurance 
agents has elected Henry Gassmann 
succeed Donald Blank 
who served in that post the first year 
of organization. Other officers are Er- 
nest W. Witsman, vice-president, and 
Mrs. Oscar Stacey, secretary-treasurer. 
Mr. Blank and Robert Dunbar were 














Amiable Agent Affiliations Always Assured 


THE NORTHERN ASSURANCE COMPANY Ltd. 


AMERICAN MARINE and GENERAL INSURANCE CO. 


we say with pride our group is an agency group—first, last and always! 


4 
The NORTHERN ASSURANCE GROUP has provided reliable stock in- 
surance protection through independent agents for over 100 years. 


~ Whowver you one. . .WE WANT TO HELP YOU ! 


Doing all we can to assist our agents has always been our aim. That’s why 





FIRE AND ALLIED LINES * AUTOMOBILE ¢ INLAND 

MARINE © REPORTING FORM © FLOATER CONTRACTS 

NEW YORK CHICAGO SAN FRANCISCO 
and other principal cities 
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Agent Favors Idea 


Of Insuring Drivers 


W. E. Burton, local agent Carter. 
ville, Ga., writes anent the Oct, » 
editorial on insuring the driver and 
not the car: 


For several years I have been plug. 
ging this idea with company men 
anyone else who would listen. The 
all say, “It sounds good, but we ap 
not in a position to adopt or recom. 
mend it.” Perhaps your article wil! 
reach someone who has the power, | 
hope they use it. 

My thought is to have a continy. 
ous lifetime comprehensive person 
liability policy for each individual wit, 
a legal identity, with payments bej 
made periodically to keep it in for 
and guaranteed renewable. This woul 
include operation of motor vehicle 
by insured but ownership of auto 
would be covered by added endorse. 
ments just as ownership of rent 
property is added by endorsemen} 
now. Until they reach an age or statys 
of legal independence children woy, 
be covered by the parent’s policy, | 
feel that providing auto coverage {o 
basic required limits only would spee 
up claim settlements. 


Excess Coverage 


Excess coverage should be available 
by an endorsement for those who fee! 
the need, but it should be so worde 
that it would not have to be divulged as 
a part of auto limits and would not en. 
ter the picture at all until a judgment 
had been obtained and the auto limits 
exhausted. This would work since 
only one company would be involved 
so far as the insured was concerned, 

I believe that a person would be 
very jealous of his or her CPL con- 
tract. Since it would be a really per. 
sonal thing, pride of continuous own- 
ership could be encouraged and safe 
and proper attitudes engendered and 
developed. The older people who are 
set in their ways would be a problem 
for a few years. But the youngster 
could be taken in hand and the agent 
and company could well afford to edu- 
cate and indoctrinate them just as 
good health habits have been pushed 
by life insurance companies and have 
greatly extended our life expectancy. 

My real fear as an agent is that a 
direct writer will come up with this 
idea and make it available while the 
bureau companies have not even con- 
sidered doing anything about it. It 
will be a much better, lower cost, 
greatly needed contract with which to 
tie down on first chance a person’s fu- 
ture insurance business in all lines. It 
would be a much better personal tie-in 
than either life or A&S. If you know 
a company that is going to offer it, 
please let me know. 


Underwriting Managers Of 


Independent Insurers Meet 

The Underwriting Managers Coun- 
cil of Independent Casualty Insurers, 
at the 15th semi-annual meeting this 
month in Chicago, heard a panel dis- 
cussion on auto merit rating plans 
which the participants were Bernard 
W. Moore, United Fire & Casualty; 
Stanley L. Dixon, Standard of Tuls®, 
and Fred W. Strouce, Hawkeye-Se 
curity. 

Others on the program were W. 
Douglas Leggat, Uniform Printing & 
Supply, and C. G. Carney of 1.BM.,, 
and three members of a panel on gel 
eral problems—John J. Nangle Jt 
Utilities of St. Louis; G. R. Farmer, 
Security General, and Warren D. 
York, Anchor Casualty. 
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“How I turned a $10 inquiry into 
an $826 premium... on the spot!” 





by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American’s Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn’t have happened at a more opportune 
time. The speedy (and successful) conclusion of our call 


ACCIDENT & HEALTH ~+ ALLIED LINES + AUTOMOBILE 


on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I’d send him a 
postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services ... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
.-» MORE BUSINESS FOR YOU. 


= Awenican Jrowance (jnoup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


BONDS + BURGLARY «+ FIRE + GENERAL LIABILITY 


GLASS + INLAND & OCEAN MARINE + MULTIPLE PERIL «+ WORKMEN’S COMPENSATION 
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Agency Perpetuation Urgent; Companies 
Concerned Over Lack Of Agency Planning 


A recent survey showed that only 
25% of one-man agencies have any 
workable plan for perpetuation. This 
is causing companies concern, J. W. 
Van Brunt, New York metropolitan 
fire manager of Fireman’s Fund, told 
the downstate meeting of New York 
State Assn. of Insurance Agents at 
Garden City. 


Van Brunt noted, he tends to lose his 
enthusiasm for. servicing accounts 
and keeping up with the ever chang- 
ing market. Loyalty of the account 
will last only until such time as a 
younger, more enthusiastic and better 
informed competitor happens to con- 
vince the customer that he can do a 
better job. He indicated that the situ- 


agency’s principal has been removed 
or incapacitated. 

Mr. Van Brunt also warned agents 
against assuming that their renewals 
will provide for their families. The 
use of present day pick-up endorse- 
ments, particularly on the multiple 
peril contracts, has eliminated the se- 
curity of the renewal in file. By the 
time the average policy has expired, 
another producer has vicked un the 
liability and arranged for the run off 
of coverage under the policy in the 
original agent’s files. 





When an agent grows older, Mr. ation can be 


even 


worse when the This problem has reached the point 
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More Hartford Extras tor Hartford Agents 


Signs ...on the road 








Identification that pays off in sales 


Associating your agency with the famous Hartford Stag 
symbol is good business — any time. And Hartford Agents 
have, for years, publicly displayed that trademark on attrac- 
tive office, building, and window signs. 

Now Hartford Fire Insurance Company and Hartford 
Accident and Indemnity Company Agents have another 
device—the Roadside Sign. It’s a powerful, new advertising 
tool, specifically designated to help Hartford Agents get local 
mileage out of the Hartford’s aggressive national advertising 
which appears regularly in Saturday Evening Post, Life, 
Look, Reader’s Digest and many other leading magazines. 

Hartford magazine ads advise “See your local Hartford 
Agent.” Hartford Roadside Signs tell where to find him! 

More than 4,000 Roadside Signs now dot the Nation’s 
highways. Individually, they work to build prestige for the 


HARTFORD FIRE INSURANCE COMPANY * 


HARTFORD ACCIDENT AND INDEMNITY COMPANY * 


sponsoring agent. Collectively, they are a strong and con- 
stantly growing advertising network that works for all 
Hartford Agents. 

They work as all Hartford Agent extras do . . . to identify 
local Hartford Agents everywhere with the nationally knowr 
Hartford Stag trademark, symbol of quality protection sinc: 
1810. 


HARTFORD 


Fire Insurance Company 


GROUP 


Protection for family... ; 
home...car... business 


HARTFORD LIVE STOCK INSURANCE COMPANY 


CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. +» THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 
MASS. * NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2. MINN. 
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where many companies are taking , 
profound interest, even : 
an entire section to it in 
men’s guides. 

He noted that one such guide state 
that while the agent owns the byg. 
ness, the company has an investmey 
in a productive agency. If the agene. 
ceases production, the company losed 
its investment. 

An executive of another compan 
he said, notified its field men thy 
“any agency which does not have , 
least one younger man active canpgl 
be counted as progressive nor a Soundt 
investment.” 

This executive, Mr. Van Brunt saic| 
made the point that people tend to by 
insurance from those in similar or opjj 
slightly older age brackets and for ty 
next 10 years the number of peopij 
from 18 to 24 will increase almost thre! 
times as fast as the total populati 
rate. 


10 devoting 
their fig 


Calls For Younger Agents 


This will result in a sharp rise j 
the number of marriages and in th 
formation of new households. Cong 
quently, this company believes {h 
demand for housing, automobiles ap 
house furnishing will rise  rapig) 
starting in the early 1960s, and eye 
before then the demand for those sery. 
ices will be supported by a large rp. 
placement market. If all these ingy. 
able values are owned by younger pe. 
ple, the agency with the younger pe. 
sonnel will progress faster than thos 
without it. 

Moreover, the company executiy 
informed his field men, almost 34¢ 
of people 18 to 35 years of age wil 
move annually, thus creating oppor. 
tunities all the time for alert agent 
to service existing insurance an 
take care of additional needs. 

Mr. Van Brunt pointed to two majer 
methods which will guarantee th 
perpetuation of not only the agene 
but the income of the principal or hi 
heirs. 

One proposal is to merge with a- 
other similar agency, or one that he 
compatible markets and_ operations 
The second suggestion is to secure: 
younger man to join the operations ani 
grow with it, either on a partnership 
employe or profit-sharing basis. 

Mergers might well be the answe 
for many one man agencies, he said 
for staffs can be merged as well a 
principals. He noted pitfalls, becaus 
of the individualistic nature of the 
principals operating each of the ager- 

(CONTINUED ON PAGE 43) 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability ond 
get-up to get the job done odequotely. 
PROMPT SERVICE—Payroll and other cosvalty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bid. 

DES MOINES, IOWA © Phones CH 3.8649, CH 3.8640 

IOWA © MINNESOTA * DAKOTAS © NEBRASKA 

MISSOURI © ILLINOIS © WISCONSIN © INDIANA 

MICHIGAN * KANSAS * OKLAHOMA ¢ COU 
NEW MEXICO 
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You'll sell more with New York Life 


because there’s 


A PLAN 
FOR EVERY 
PROSPECT 
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WHATEVER YOUR CLIENT WANTS... Life or Accident 


& Sickness, individual or group, for firm or family . . 


. New York Life 


has a plan for him that pays you attractive commissions. 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
. SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


. plus New Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modernsalary allotment 
plan. 


. plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e Family Endowment Plan 

e@ Whole Life (Minimum $10,000) 

e Life Modified Three (Minimum $5,000) 

e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 


e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 


e@ Whole Life with Family Protection 
Benefit (Minimum $10,000) 

e Family Life Insurance 

e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e Family Income and Mortgage 


Protection Riders 20 years and to 
Age 65 


e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


sylic New York Life Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


e Endowments—10, 15, 20, 25, 30 and 
Endowments at ages 60 and 65 


e Retirement Income Endowments at 
ages 60 and 65 


e Annual Premium Retirement Annuity 

e Single Premium Life and Endowments 

e Single Premium Annuities 

e Modified 10 Year Term— Whole Life 
(Minimum $10,000) 

e 2, 3, 4, and 5 year term— Whole Life 
(Minimum $10,000) 

e Ten and Twenty-Year Term Riders 

e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 

e@ Income Security—10 to 50 years 
decreasing term insurance 


e@ Pension Trust and Profit-Sharing . .. 
a complete line of individual insurance 
and annuity contracts 

e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 

Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 


jon *, “‘Eager to serve” 


~ 


Life Insurance + Group Insurance + Annuities + Accident & Sickness Insurance + Pension Plans 
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Insuring The Driver 
Makes Sense To Agent 


George R. Johnson, local agent at 
Niles, O., writes: 

The editorial Oct. 30 should be re- 
peated many times. This practice of 
allowing anyone to drive a car with 
the owner’s consent under the present 
family policy is idiotic. It’s the same as 
signing a blank note or check. 

For years I have advocated insuring 
a named person. Omit the description 
of the car for BI and PDL. If several 









Rhode Island. 


r 
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members of a family drive, they can 
be listed on one policy and charged 
accordingly. Why should a one driver 
car pay the same premium as a car 
with three or four drivers? 


Aetna Fire Shifts 


Kinniry To Boston 

Aetna Fire has transferred George 
T. Kinniry, assistant manager at New 
Orleans, to Boston as assistant man- 
ager for eastern Massachusetts 


Mr. Kinniry joined the company in 


and 


1949 as special agent in Albany, and 
in 1953 became casualty field manag- 


er at Buffalo. He was promoted to as- 
sistant manager in Louisiana in 1956. 


Royal-Globe Promotes Bales To 


Succeed Bock At Topeka, Kan. 
John R. Bales, formerly of the St. 
Louis office has been promoted to state 
agent of Royal-Globe at Topeka, Kan. 
He succeeds W. C. Bock who has been 
transferred to New York for adminis- 
trative training. Mr. Bales joined the 
company in 1956. 





In “Yankeyland” it’s Standard Accident 


**Yankeyland” in this instance is out Kansas way 
... Wichita, to be exact, where the Paul C. Yankey 
Company has been a pace-setting insurance agency 
since 1911. The agency (represented above by 
Paul C. Yankey, Don Reed, seated left and center 
and Paul Yankey, Jr., standing right) is relatively 
new to the Standard Accident fold. But, from the 
evidence at hand, it can readily be concluded that 
a Standard Accident-Paul C. Yankey Co. associ- 
ation is destined for a long, long run. 


The “‘evidence’”’ among other things . . . a letter to 
Mr. Lloyd J. Goulet (standing, left), manager, 
Standard Accident Kansas City Branch, from 
Paul Yankey, Jr. With the permission of both 
parties to the letter, we’d like to pass along a few 
pertinent quotes .... “the effort your personnel 
make to provide for our needs is extraordinary” 
. . . “The overall quality and experience of your 
personnel is excellent. They are well organized 
and do an excellent job of helping us to conserve 
cur time”. . . “The speed and accuracy in your 


Branch Office is exceptional. Our policies and en- 
dorsements are issued with a minimum of errors 
and delay” . . . ‘““Because of your Branch office 
authority, decisions are constantly made without 
the necessity of Home Office confirmation. This 
helps by giving us the answer as fast as possible.” 


When an insurance company’s representatives 
earn plaudits like that from a top-notch agency, 
it’s easy to imagine yourself working with the 
same company, isn’t it? 


yl NSiy 
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INSURANCE COMPANY 


640 TEMPLE AVENUE « 


CASUALTY ¢ FIRE ¢ MARINE e¢ FIDELITY « 


STANDARD ACCIDENT 


DETROIT 32, MICHIGAN 
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Clark, Buntrock Raised. 


By Commercial Union 


Thomas O. Clark and William 7 
Buntrock have been named assist.f 
secretaries of Commercial Union. 

Mr. Clark joined the company ,f 
1946. He was in the metropolitel. 
head office and was later in the fide 
as New England marine superyigsl 
until 1957 when he was named aggig 
ant manager of the inland maring 
burglary and glass department at th 
head office. He became manager Jag 
February. f 

Mr. Buntrock, with the compay wobe 
since 1948, went into the Ohio figf’™ 
in 1954 and was named executive » ee 
cial agent in the head office prody, a 
tion division in 1958. He will now haph. 
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State Farm Hikes Tennesse: 


Auto Rates 5.8% Average 


State Farm has been granted jp.fread b 
creases averaging 5.8% on all autofient < 
mobile lines written by the companyffohn | 
in Tennessee. “Reynol 

Commissioner Long approved ratfexecut! 
increases of 10.3% for BI and PDj;founse 
6.1% on collision, and 9.8% for com.oosie! 
prehensive. pnder » 

At a public hearing last month (Casual 
State Farm stated that it had log fmanag 
$1,483,873 on $31 million worth ofeau. 
business in Tennessee over the prevyi- 
ous 18 months. ppecifi 
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Data On Indiana Insurers 
Current records of the Indiana de. 
partment show that state to have § 
legal reserve life companies, 9 asses. 
ment life companies, 13 fire companies |" 
3 fraternals, 17 casualty companies, 
multiple line insurers, 6 reciprocal d 
and 1 special charter company. Ther |. = 
are currently 5 life companies in th vol 
process of formation. . 
Since 1900, Indiana has had 154 cont" om 
solidations, mergers, receiverships w e ha 
instanei:s of reinsurance of insurers di 5 
all clas tes domiciled in that state. It ‘ 
Form Agent Advisory Council wy 
The stockholder agents of Inter Booch 
State general agency of Warren, 0, hot a 
have formed an agents’ advisory coun- }, dp 
cil with J. R. Kilcoyne, Dayton, %fic of 
president; E. D. Dagg, Sandusky, a fang tp 
Leo Brown, Springfield, vice-presi- 
dents, and Julius Kottler, Dayton, sec 
retary. The 
Inter-State general agency operates fWest, 
in Ohio, western Pennsylvania ant festa) 
southeastern Michigan with rept findep 
sentation by approximately 200 agents. fneyt 
Edward C. Knoop Jr. is president. of th 
follow 
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e Surplus Line 

e@ Excess Limits 

@ Ocean Marine 

e Errors and Omissions 

@ Reinsurance (Facultative 
& Treaties) 


26 Court St., Brooklyn, N. ¥. 
TRiangle 5-6230 
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AIC Chicago Hearing Opens Careful Study Of Rating Laws 


(CONTINUED FROM PAGE 1) 
ne Senate hearings how these matters 
nould be conducted. All those who 
ere heard had prepared texts with 


inl imeographed copies which were dis- 


buted in a limited quantity to the 


ielfl..cer audience of about 80 industry 


spresentatives and department staff 


is members. 


Mr. Gerber’s subcommittee consists 


iis Leggett of Missouri, Parker of Vir- 
inia, Thacher of New York and Hul- 


ert of Utah. The department visitors 
included Commissioner Manson of Wis- 


iB onsin and staff members from Penn- 


jvania, Wisconsin, Alabama, Illinois, 
‘issouri, New York, Texas and Louisi- 


aVelna, plus Julius Wikler, former New 
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Work superintendent and now counsel 
» the NAIC preservation of state 
egulation committee. 

Industr~ people heard the first day 
ere Henry S. Moser, senior vice- 
president of Allstate, whose paper was 
ead by George H. Kline, vice-presi- 
Hent and counsel of that company; 
fohn R. Barry, president Corroon & 
Reynolds group; Edward P. Gallagher, 
sxecutive vice-president and general 
ounsel American States, representing 
oosierland Rating Bureau; S. Alex- 





pnder Bell, manager Illinois Bureau of 

asualty Insurers, and Elmer F. Reske, 
manager Cook County Inspection Bur- 
eau. 


Specific Recommendations Later 


All of the presentations at the Chi- 
ago hearing turned out to be in the 
nature of preliminary comments. The 
organizations, companies and indivi- 
duals chiefly concerned with fire rat- 
ing intend to make specific recom- 
mendations, most of them indicating 
nder questioning that such recom- 
mendations will be ready “early next 
year.” As the hearing was ended 
esday afternoon, Mr. Gerber re- 
quested that all those having such 
commendations try to have them in 
he hands of the subcommittee by Feb. 
15. 

It was indicated that there will be 
wo more hearings of the subcommit- 
ee after the NAIC meeting in Miami 
Beach. Mr. Gerber said NAIC hopes to 
eet a full commentary from industry 
and perhaps indications from the pub- 
ic of the operations on rating laws 
and their implementation. 


er, Lemmon Next Week 


The statements of Kent Parker of 
Western Actuarial Bureau and of 
Vestal Lemmon of National Assn. of 
independent Insurers will be reported 
next week, together with a summary 
of the questions and answerst that 
ollowed their prepared papers. Messrs. 
Parker and Lemmon received the 
greatest attention from the commis- 
Ssloners and the audience and were 
subjected to lengthy question periods. 
They emerged as the leading repre- 
sentatives of the bureau vs the in- 
uependent schools of thought. 
Mr. Parker and Mr. Lemmon did 
nt appear until the second day when 
ose heard from were R. O. Matson, 
manager Illinois Inspection Bureau; 
ar E. Mueller Jr. of Mack & Parker, 
viieago, in behalf of National Assn. of 
iisurance Brokers; Mr. Parker; Mr. 
Hemmon; Thomas C. Morrill, vice- 
Mesident State Farm Mutual Auto; 
B. Kelly, general counsel 
Factory Mutuals, plus brief remarks 
ftom C.F. J. Harrington, executive 
vice-president National Assn. of Cas- 
ay & Surety Agents; Newell R. 
On, general manager American 
Insurance Alliance, and Wil- 


liam H. Rodda, secretary Transporta- 
tion Insurance Rating Bureau. 

George Hanson, on hand for Na- 
tional Assn. of Insurance Agents, said 
his organization at present is in the 
role of observer, but he asked to re- 
serve the right to speak later on. 

Mr. Moser had the number one spot 
because he was in a position to supply 
some historical background which, ac- 
cording to his paper, can be divided 
into three distinct periods—the years 
prior to 1944, the period between 1944 
and 1948 (the SEUA-McCarran act 
interregnum) and the years after 1948. 
In his 16-page statement, Mr. Moser 
said it should be recalled that the 
indictment in the SEUA case was not 
directed against independent opera- 
tions. Independents have nothing to 
fear from the federal anti-trust laws, 
and they could well have taken the 
position that only concerted ratemak- 
ing and other possibly monopolistic 
practices require state regulation. In- 
deed, the state of Montana took this 
position on casualty ratemaking and it 
has stood the test of time. 

Instead, Mr. Moser said, the inde- 
pendents submitted to more state 
regulation than was called for by their 
existing situation, doing so “in the 
interest of harmony in the industry, 
and between the industry and the 
states, and for the public good.” 

In the 11 years since the expiration 
of the McCarran act moratorium, ex- 
perience has shown that state regula- 
tion is working effectively, he said. 
Competition was never keener in cas- 
ualty, particularly automobile, and 
there has been an emergence of price 
competition in fire insurance. 

Directing himself to current issues, 


t 


Mr. Moser said the most serious of 
misinterpretations to which the all- 
industry bills have been subject in- 
volve the “aggrieved person” provision 
which as it stands today is a construc- 
tion “utterly foreign to my understand- 
ing of the thinking of drafters of the 
bill. . . . and is diametrically opposed 
to the intent of Congress expressed at 
the time of the passage of the McCar- 
ran act.” 


Was Designed For Public 


This section, he said, was designed 
to provide an insured or organization 
representing insured or the public a 
method of reviewing the propriety of 
a filing. It was never intended to en- 
compass competing companies or rat- 
ing organizations or producer associa- 
tions. In fact, at one time it was 
referred to as “appeal by the public” 
section. 

However, a right to be heard has 
been urged on the part of companies, 
rating organizations and producer or- 
ganizations, and Mr. Moser said resis- 
tance of these claims have brought 
about prolonged and expensive litiga- 
tion which has been endured by the 
independents as they were “defending 
their competitive freedom and the 
original intent of the all-industry 
sills.” 

These companies, he said, have been 
able to stand the strain, financial an 
otherwise, of this litigation. Since 
relatively few have been directly 
involved, it is difficult to appreciate 
the effect of this litigation on com- 
panies of all sizes which have con- 
sidered independent operation in re- 
cent years. “It was never intended,” 
Mr. Moser declared, “that a bureau, to 
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say nothing of an individual company, 
should have the right to question a 
competitor’s way of doing business.” 

The all-industry bills were the result 
of the McCarran act. “I know of no 
more serious threat to proper competi- 
tion in the industry, to the integrity 
of these bills and of state regulation 
itself, than the use to which some 


would put this section. Truly, it merits 
the earnest consideration of your com- 
mittee,” Mr. Moser said. 

The deviation section also has be- 
come changed from its original inten- 
tion, Mr. Moser added. The time limi- 
tation of one year on a deviation was 
intended originally as a minimum 
limitation to prevent flash filings and 


the unfair competition and discrimina- 
tion that could result from them. The 
deal was to make a deviator continue 
to charge a lower rate for at least a 
year, not just long enough to capture 
an attractive block of business. The 
language of the rating bills have come 
to be regarded as a maximum as well 
as a minimum, so that today a com- 
pany wishing to deviate as a matter 
of policy must anticipate the possi- 
bility of an annual defense of its 
operations at the behest of its competi- 
tors. “In view of this possibility,” Mr. 
Moser observed, second thoughts about 
the wisdom of adopting such a policy 
of deviation would be in order.” 


Suggestion On Deviations 


He added that there should have 
been provision for deviation filings to 
be either approved or disapproved by 
a commissioner, with hearings subse- 
quent to a disapproval. By doing this, 
the deviation application would have 
been put on a parity with other filings. 

Mr. Gerber wanted to know whether 
the aggrieved party and deviation 

(CONTINUED ON PAGE 45) 














GROWTH: 


For over 110 years, Ohio Farmers has 


been growing in size, in service to 


policyholders and in service to you the 


insurance agent. If you'd like to rep- 


resent this modern, progressive com- 


pany and assure yourself a successful 


future, drop us a line. 
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Editorial Comment 


Companies Could Use Advice They Give 


Companies have been telling agents 
for some years that their best pros- 
pects for future sales are right in the 
files of present customers. Quite re- 
cently, a top executive of a leading 
company estimated that agents could 
increase their volume 50% by addi- 
tional sales of fire and allied lines 
alone to customers already on the 
books. 

Agents have been told to round 
out customer accounts and to reap 
the rewards in terms of more com- 
mission dollars, easier sales through 
established contact, and greater un- 
derwriting acceptance through infor- 
mation previously on their record. 
This procedure, agents are constantly 
reminded by their companies, is bet- 
ter than “scattering their shots” by 
concentrating their sales efforts ex- 
clusively on the quest for new cus- 
tomers. 


This is good advice. But why 
shouldn’t it apply with equal force to 
those giving it—the companies? 

In past years, before lightning struck 
the underwriting column, companies 
concentrated on new agency appoint- 
ments while advising agents to focus 
on present customers. True, companies 
have curtailed appointments in recent 
years for obvious reasons. Now that 
results are somewhat better, a number 
of insurers again are seeking “good” 
appointments. Such campaigns usually 
start out on a high plane but do not 
always remain there. Field men have 
human frailties. Their salaries are 
sometimes influenced by the number 
—not the quality—of appointments 
they make, despite statements to the 
contrary. Bad agency appointments 
have even been known to filter through 
branch or home office screening com- 
mittees. 

Perhaps it is time for companies to 
stress vertical instead of horizontal 
premium development—to take the 
prescription they have written for 
agents. The companies’ best ‘“cus- 
tomers” are their present agents who 
have proved themselves in practice 
over the years. In their files are the 
unmined treasures which the compa- 
nies discovered. Why don’t they stake 


these claims out with their long tifne 
agents and do pick and shovel work 
with them instead of merely providing 
mining directions? 

Vertical premium development is on 
a sounder base than horizontal cam- 
paigns for more and more appoint- 
ments. No one would seriously urge 
abandonment of good appointments. 
But it seems logical that companies 
should spend a major part of their 
time reviewing the files with their 
faithful agents and launching vigorous 
sales campaigns directed toward this 
market. This is a project for the new 
marketing divisions of insurers. They 
don’t even have to undertake basic 
research to locate the customers. They 
are waiting, neatly identified on file 
cards. The companies have said so 
themselves.—J.N.C. 





Personals 


L. R. Fisher Jr., floor placement 
man with W. E. Found & Co. at Lloyds 
of London, became the father of a 
baby girl in October. Mr. Fisher is the 
son of L. R. Fisher Sr., vice-president 
of the Rockwood Co. agency of Chicago 
and president of the Chicago Board. 


President Frederick E. Jones of 
Buckeye Union on Nov. 9 became a 
member of the company’s Quarter Cen- 
tury Club. He was presented the in- 
signia of membership by Ira L. Morris, 
founder of Buckeye Union Mutual, the 
forerunner of Buckeye Union Casual- 
ty. Mr. Jones became president of 
Buckeye Union Casualty in 1936 and in 
1938 organized Buckeye Union Fire. 
Mayflower was acquired in 1956, and 
in addition Mr. Jones is president of 
Ohio State Life and Columbus Mutual 
Life. 


Frederick A. Keller, senior vice- 
president and director of Appleton & 
Cox, and an acknowledged dean of 
the inland marine business, was ten- 
dered a dinner by 150 friends at the 
Drug & Chemical Club, New York, on 
his retirement. Mr. Keller joined 
North America in 1914 and gained his 
basic inland marine grounding there. 
In 1930 he became vice-president and 


director of William H. McGee & Co. 
He joined Appleton & Cox in 1942 and 
was named vice-president in 1946, a 
director in 1948, and senior vice-pres- 
ident in 1955. 


Deaths 


CHARLES C. HATCHER, 64, man- 
ager since 1941 of the Cook County 
department of Hartford Fire, died. He 
joined Hartford in 1914 after graduat- 
ing from high school. In 1917, Mr. 
Hatcher was made special agent in 
Cook County, and in 1929 he became 
assistant Cook County manager, and 
was promoted to manager 12 years 
later. He was a past president (1930- 
1931) of Cook County Field Club. 


J. EDWIN SCHACHTE, 75, Charles- 
ton S. C. agent, died at his home there. 
He was a partner in Henry Schachte & 
Sons agency, founded in 1881 by his 
father. 


SAMUEL A. MEHORTER, 67, chair- 
man of McDaniel & Co., New York 
agency, died in the hospital at Point 
Pleasant, N. J. He had been president 
of the agency until 1956, and prior to 
that was a partner in the agency when 
it was McDaniel, Maeser & Co. Mr. 
Mehorter was with Home from 1929 
until 1942 when he resigned to join 
the agency. With Home, he was suc- 
cessively state agent in New Jersey, 
assistant manager of the metropolitan 
department, and assistant secretary. 
He was MLGG of Blue Goose in 1934. 


E. W. ARMSTRONG, 53, underwrit- 
ing manager of the Inter-Insurance 
Exchange of Chicago Motor Club, died. 
He had been with the organization 
since 1937. 


LEON C. HERNANDEZ, retired 
vice-president of Theurer-Hernandez 
Corp., New York agency, died. He be- 
gan his career with Ackerman, Deyo 
& Hilliard agency of New York in 
1896, and was associated with the 
successor firm, Hilliard agency for 37 
years. Later he was with Jones & 
Whitlock and Fuller & Kearn in New 
York. He joined J. Beier Theurer in 
organizing Theurer-Hernandez in 1936. 


J. ALFRED LECONEY, 58, who died 
suddenly Nov. 11, was superintendent 
of sprinklered risk underwriting of 
America Fore. He began his career in 
1923 with Middle Department Rating 
Assn. at Philadelphia. From 1926 until 
1938 he was with Marsh & McLennan 
at New York City. He joined America 
Fore in 1938 as special agent of Conti- 
nental; became New Jersey state agent 
in 1946, and was promoted to superin- 
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tendent at the home office in 195). Me 
LeConey was an outstanding ath. | 
He won the Inter-Collegiate A.A Ad 
100 and 220-yard titles in 1922 4. 
held its 100-yard record (9.7 second, 
for nine years. He was anchor ma 
on the U.S. 400 meter relay tp 
which won at the 1924 Olympic Gap 
in Paris. He was past chairman of 4, 
Conference of Special Risk y, 
writers and past secretary-treagy 
of Society of Fire Protection engingon 


JOHN A. GEHRIG, 41, loss manap 
of Merchants Fire of New York, gig 
in Riverview Hospital at Red RB 
N.J. 


HOWARD J. MCKINLEY. 48, my 
ager of the general cover and b 
age departments of Atlantic Mut 
and Centennial, died after being stry 
by a bus in South Ozone Park, NY fp 
had been with Atlantic Mutual sing 
1937 and prior to that was with 
York Fire Insurance Exchange fy 
nine years. 


WILLIAM NEWMAN, 65, a paritne 
in the brokerage firm of Booth, Potte 
Seal & Co., Philadelphia, died the 
He started in insurance in 1919 wis 
Brown, Crosby & Co., an affiliate y 
Henry W. Brown & Co. He resigna 
in 1939 to join with the newly 


TEELTIEEREVERTLEEQTEGEELELEEEE == 


Reins. 
ganized Booth, Potter, Seal & Co, Py} Relian 
many years he was in charge of thy *?# 
fire and inland marine departmen = 
He became a partner in 1949. Travel 

U.S. 

DONALD YOAKUM, 60, a partne| U.S. 


in the Jones & Yoakum agency « 
Fowler, Ind., died there following ; 
brief illness. 


CLINTON M. EVANS, vice-presidex: 
North agency of New Haven, died fo. 
lowing a long illness. He had been ip. 
active for the past year due to failing 
health. Before joining the agency i 
1941, Mr. Evans had for many year 
been a field man for National Surety 
in New York, Pennsylvania and Co- 
necticut. He served two terms as pre- 
ident of New Haven Assn. of Insw-. 
ance Agents. 


VINCENT L. SHAW, 62, generd 
adjuster for London & Lancashire # 
Chicago, died there in St. Francis Ho- 
pital. He had been with the company 
38 years. 


N.Y.A pproves Discount 
Plan With Decrease In 


Production Cost Factor 

Reductions in production cost 4- 
lowance have been allowed by the 
New York department in approving!: 
revised discount plan filed by Natiob- 
al Bureau. The plan includes premi- 
ums in excess of $1,000 on auto li- 
bility and general liability coverages. 

National Bureau, at the request 0 
Insurance Brokers Assn. of New York 
had asked the department to approve 
an A rating on premium over $l00- 
000 in order to permit flexibility. 4 
ternatively, the bureau proposed thi 
the production cost allowance in tis 
premium category be set at 6%. Th 
department approved the latter figur 
and rejected the A rating. 

According to National Assn, of lr} 
surance Brokers, this means that th 
broker’s commission on such b 
will be 42%, since “traditional! 
only 70% of the total production cos 
allowance is commission.” The tot 
allowance before the revision W® 
10%. 


Chase M. Smith, general counsel ftt 
Kemper group, was guest speaker # 
the annual “bosses night” of Insurabt 
Women of Milwaukee. 


Plan 
No. 
1 
2 
3 
4 
5 
6 
1 
8 
9 
1» 
ul 
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w. Cornelius of Bacon, Whipple & Co. 






















tbe Salle St., Chicago, November 17, 1959 
Bid Asked 
$ $ 
aetna Casualty aes Tee ye . 2 - a 
OH Aetna > 5 eee 
BD ssccsssscnvsorsveeenseosesccncscossocese 81 82 
aioe Equitable .......... 38 39% 
american (N. Fis). csscoseercsevess 25 26 
. ican Motorists ..... 15% 17 
America , 18¥ 19% 
American BB ORT  caiacercrcccccecocctbnceeecs 2 2 
BostOM vneeersessseennneneetvnnseenssvsnentenen 324 33% 
Continental Casualty .. 6442 65% 
Crum Be FOTStOT ...0..-.csecscecsecsesesssees 6612 6842 
Federal _ esanogesenadonvocsccssondsoenes 58% 60 
Fireman’s US SeNREC ALY SEmgmaee am 56 57 
General FRE. ....ecerecrccesssccccssssecsscescessecs 77 79 
Glens Falls ...---sssseeeeeeeeessssseeeeeeeeren 32% 3342 
Great American TO cacetsisicoececess 3742 3842 
Hartford Fire esses sesesseeeeeseseee 178 181 
Hanover Ee 37% 3842 
Flome Of N.Y. ssessessssscssessssssssnssnen 51% 52% 
Ins. Co. of No. America scien 116 
Jersey IMS. ovvsessssssssesscsessssnnessseesessnnes 32% 34%, 
Maryland NINE 5 accnseseedsceduaoues 3312 3442 
Mass. BOMGINE ......-ssssecccsssssecseessseeeees 32 33% 
National Fure .........-s..--cssessessssessnesees 129 132 
National UMion ..........-s.csecseesseesneees 36 37 
New Amsterdam Ca. ...........:00000 4612 472 
New Hamp hire dibebiackinede 4612 4812 
ee 35 36 
Ohio Casualty ..........seccsessssssesseseneseees 2912 31 
BEEEMEOMARD,  <scscreovsececncecnsocennecescee 74 76 
Prov. Wash. 20% 21% 
Reins. Corp. of N. Y 19% 21 
SE 45 4614 
St. Paul F. & M. ........ 52% 54 
Springfield F. & M. .... 29 30 
Standard Accident .... 57 58% 
SII © idscccsecesesscceccece 81 82 
SIN <isisncnosnerscicestcoetevishosiwesed 30 31 
U. S. Fire 27 28 





Zurich Revises 


MERIT matic Policy; 
Sets Up Coast Unit 


Zurich has made changes in its 
MERITmatic auto polity, and has set 
up a unit at San Francisco to handle 
applications for the policy in Cali- 
fornia, Oregon and Washington. 

The changes, effective Nov. 1, in- 
clude new combinations of coverage, 
a quarterly payment plan, and liber- 
alization of underwriting to include 
PDL on foreign cars with the excep- 
tion of racing or sports cars. 

The new combinations of coverage 
are: 


Plan Medical 
No. BI-PDL Payments 
1 10/20/5 500 
2 25 /50/5 500 
3 25/50/10 1,000 
4 50/100/10 1,000 
5 50/100/10 2,000 
6 100 /300/10 2,000 
1 100 /300 /25 5,000 
8 Comprehensive 

9 Collision—$50 deductible 

10 Collision—$100 deductible 

ul Family protection 
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Banquet To Feature 
N. Y. Department's 
Centennial Jan. 21 


The 100th anniversary of the found- 
ing of the New York department will 
be celebrated by a statewide obser- 
vance of Insurance Day, Jan. 21, with 
a testimonial banquet in the evening. 

The centennial celebration will be 
undertaken by the entire insurance 
business in the state—fire, casualty, 
surety, marine, health and life insur- 
ance. The co-chairmen of the centen- 
nial committee which represents all 
branches of the business are: Kenneth 
E. Black, president of Home, J. Vic- 
tor Herd, chairman of America Fore 
group, and Devereux C. Josephs, di- 
rector and former chairman of New 
York Life. 

The official salute to the New York 
department, one of the first created 
and one of the most important, will 
be made at the banquet, to be held at 
the Waldorf-Astoria in New York 
City. It is expected that the guest list 
of 2,000 will be largely made up of 
top company executives, with repre- 
sentation invited from all of the near- 
ly 600 companies doing business in 
New York. 

Thomas Thacher, superintendent of 
insurance, will be the honor guest and 
accept the all-industry toast to the 
department’s century of service in the 
public interest. 

A bound history of the department 
will be put on all school and public 
library shelves by the committee. 
Every possible means will be utilized 
to carry to the 15 million residents of 
the state the story of the department. 


Luecke In West For 
America Fore Group 


Erwin H. Luecke, vice-president of 
America Fore, has been transferred to 
the western department of America 
Fore Loyalty at Chicago where he will 
act initially as senior liaison officer be- 
tween the Fidelity & Casualty prdduc- 
tion and underwriting departments at 
New York and the company branches 
at St. Louis, Kansas City, Minneapolis, 
Milwaukee, Cleveland, Detroit, Denver 
and Des Moines. 

Effective Jan. 1, Mr. Luecke’s super- 
vision will also include the newly es- 
tablished Illinois branch of F. & C. 
which is under the immediate man- 
agement of Herbert S. Ogden, secretary. 
In due course, complete casualty and 
surety underwriting, 


western department. 


Mr. Luecke joined F. & C. in 1925 
as a special agent in St. Louis. Later 


he opened district offices in South Bend 
and Sioux Falls, S. D., returning to St. 
Louis in 1932 for special agency work. 
in bonding lines. He was appointed 
agency supervisor at St. Louis in 1936. 

In 1938 Mr. Luecke was transferred 
to the home office agency department 
as superintendent of the casualty pro- 
duction division. He became superin- 
tendent of agencies in 1951, assistant 
secretary of America Fore companies 
in 1953, secretary in 1954, and vice- 
president in 1955. 


Honor Evans In England 


D. J. R. Evans, general manager of 
Phoenix Assurance and managing di- 
rector of London Guarantee, has been 
elected president of Chartered Insur- 
ance Institute in England. 


accounting and 
supervisory facilities for F. & C. will 
be located at America Fore Loyalty’s 
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SUBJECT TO PERIL 


Ocean marine ... oldest of all branches of insurance, is 
international in scope and calls for the utmost of good 
faith by all parties involved in sea-going cargo protection. 
Here at the extensive facilities of Geo. F. Brown & Sons, 
Inc., you'll find the capable ways and means to handle 
all marine coverages, regardless of size. 





Yes, there’s no substitute for experience in depth when 
it comes to ocean marine. Why not find out for yourself 
why so many of the best producers prefer — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. + Chicago 4 » WAbash.2-4280 
116 John Street + New York38 + WOrth 4-0745 


Reineutance 
SURPLUS and EXCESS LINES 


& WATER STREETS 
BALTIMORE 3 
SARATOGA 7- 
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Illinois Department 
To Probe Award Of 
Teamster Bond Business 


The Illinois department has 
launched an inquiry to learn how 
Summit Fire & Casualty of Akron, O., 
plucked a multi-million dollar plum of 
bonding the teamsters’ union. Direc- 
tor Gerber has promised a “thorough 
investigation” of the award which 
was obtained by associates of Allen 
M. Dorfman, whose brokerage license 
has been revoked in Illinois, Michi- 
gan and New York, 

The teamsters sought the bonding 


AeNATIONAL UNDERWRITER 


in compliance with the new Landrum- 
Griffin labor reform law, and the 
Senate rackets committee has learned 
that teamster boss James R. Hoffa 
urged his locals to bond their officers 
with Summit after other surety com- 
panies had refused to take the busi- 
ness. 


Business Totals $6 Million 

The teamster business was obtained 
by Irwin Weiner, Summit general 
agent at Chicago, who said his com- 
pany has already written bonds for 
half the 900 locals in the country and 
expects to write more. Summit stands 
to get as much as $6 million of Hof- 




















Has your business reached the point where you're asking your- 
self, “Where do I grow from here ?”” Continental Casualty Company, 
with the most complete line of A&H coverage available, has un- 
limited expansion opportunities for those men who can qualify as 
general agents. If you possess know-how, initiative, selling ability— 
and growing pains—then contact us for an interview. It could be the 
wisest move of your insurance career. Write or call 


Wendell L. Drake, Superintendent of Agents 
Commercial Division 

Continental Casualty Company 

310 South Michigan Avenue 

Chicago 4, Illinois 








fa’s business, according to the Nov. 23 


edition of Newsweek magazine. 


The Senate rackets committee, also 
investigating the bonding of teamsters 
officials, viewed the new business by 
Summit as another windfall dropped 
to the Dorfman family by Hoffa. Sol 
secretary-treasurer of 
the Weiner agency, is an associate of 
Dorfman, who operates the Union in- 
surance agency of Chicago. Director 
Gerber revoked Dorfman’s license in 
October on charges that he had with- 
held $51,000 of union premiums for 


C. Schwartz, 


his own use. 


Schwartz charged that the Senate 
committee was trying to apply pres- 
sure on Summit because his company 
has bonded teamster officials in the 
past, and, that by its action, it hoped 
to discourage companies from bond- 


ing such persons. 


Rain & Hail Bureau 
Advances Wilkinson 


Rain & Hail Insurance Bureau has 
appointed Robert R. Wilkinson assist- 
With the 
bureau since 1942, he has been at 
Chicago since 1946, and prior to his 
appointment was superintendent of 


ant manager at Chicago. 


the Great Lakes division. 


DC-7B In Gulf Plunge 
Valued At $2 Million 


The National Airlines DC-7B plane, 


which carried 42 to death in 


plunge into the Gulf of Mexico, was 
valued at $2 million and was insured 


through U.S. Aviation Underwriters. 


The plane was on the Tampa to 
New Orleans leg of a Miami to Los 
Angeles flight. It fell into the gulf 
about 107 miles southeast of New Or- 
leans, killing 37 passengers and five 


crew members. 


Hoffman Named President 


Eugene F. Hoffman, Hawkeye-Se- 
curity, is the new president of Spring- 
Casualty Underwriters’ 


field 
Assn. 


(Ti1.) 


Other officers elected at the No- 
vember meeting were Ray Johnson, 
W. A. Alexander, vice-president and 
treasurer, and John L. Glas, Illinois Na- 


tional, secretary. 


William Fricke, Wolverine, 


mediate past president. 


Rich In Ia., Mo., Neb. 


Central Mutual of Van Wert has ap- 
pointed Robert J. Rich special agent 
for Iowa, Missouri and Nebraska, op- 
erating out of Columbia, Mo. He has 
been at the home office for two years. 


was 
named to the board as was Robert 
E. Hatcher, Illinois National, the im- 
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FIDELITY AND SURETY 


Wolverine specializes in Judicial 


and Permit . . . offering facilities which enable the Agent to 
cut the “‘red tape’’ out of the Bond business by providing (1) 
simplified forms . . . (2) competitive rates . . 


efficient service. 


“Wolverine’s” Bond Program will enable 
you to gain the inside track on the lucra- 
tive Bond business in your area. Write 
today for further information. 


. . . Public Official . . . License 
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WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 














Springfield Life Is 
Incorporated In Vt., 


Directors Are Named 
Springfield Life of Brattleboro, wy 
has been incorporated as a wholly 





F. S. Vanderbrouk 


S. Dwight Parker 


owned subsidiary of Springfield-Mop. 
arch group following authorization by 
Springfield F.&M. stockholders and g 


public hearing held by Commissioner § 


Miller of Vermont. 

Springfield Life is the only stock 
life insurer in the state and will in. 
itially write non-participating policies 

S. Dwight Parker, president of 
Springfield F. & M., and Frank § 
Vanderbrouk, president of Monarch 
Life, have been elected chairman and 
president, respectively, of Springfield 
Life. The bylaws provide that Mr 
Parker will be chief executive officer 
and Mr. Vanderbrouk chief operating 
officer. 

It is expected that after comparable 
provisions have been made in the by- 
laws of Springfield F. & M. and Mon 
arch at the 1960 annual meetings, Mr, 
Parker will become chairman and Mr. 
Vanderbrouk president of all Spring. 
field-Monarch companies. 

At the first meeting of stockholders, 
Mr. Parker and Mr. Vanderbrouk 
were named directors. Also elected 
directors were Herbert P. Almgren, 
Grant Bulkley, Howard G. Bush, Wil 
fred G. Howland and Roy E. Wessen- 
dorf—all Springfield F.&M. vice-pres- 
idents. Monarch Life officials named 
to the board are Raymond C. Swan 
son, vice-president; John H. Miller, 
vice-president and _ senior actuary; 
Richard H. Morse, vice-president; 
Clyde B. Gordon, assistant vice-presi- 
dent and assistant secretary, and 
Gurdon B. Gordon Jr., secretary. 

James S. Bulkley, general counsel of 
Monarch Life, was also elected a di- 
rector of Springfield Life. 

Galley R 


Louisiana 1752 Club 


Elects John Townsend 


Louisiana 1752 club has elected John 
Townsend, Northwestern Mutual, 
president. Robert Casonova, Grain 
Dealers Mutual, is the new vice-presi- 
dent and Lorne R. Hinkle, Central 
Mutual, secretary-treasurer. Jack 
Harder, Grain Dealers Mutual, was 
named to the board. 
Agent-Students See Game 

Hard work and a bit of fun were 
balanced properly in the program of 
the third annual insurance sc 
sponsored by Louisiana Assn. of In- 
surance Agents at Louisiana Stale 
University in Baton Rouge last week 

Following three days of concel- 
trated insurance study, all of the 
registrants in the insurance school at- 
tended the LSU-Mississippi State foot- 
ball game. 


Hartford Fire has moved its New 
Orleans office to the Loren Building 
2001 Canal Street. 
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In studying the internal procedures 
f any business enterprise—an insur- 
ance agency or 
anything else—one 
primary objective 
should be to put 
every job on its 
proper wage level, 
Oscar Beling, man- 
ager of the agency 
systems depart- 
ment of Royal- 
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Globe, said in a 
talk before New 
Orleans Insurance 
Exchange. 

Oscar Beling In the agency of- 
fice there are two kinds of jobs, he ex- 
plained. In one category are the highly 
specialized positions such as under- 
writers, rate clerks, etc., for each major 
type of business. Each of these jobs 
requires specific training and expe- 
rience. With the growth of an agency, 
departments ordinarily are established 
for kinds of business—fire, casualty, 
automobile, bonds, marine, etc. Too 
frequently departmentalization is car- 
ried too far so that each department 
handles its own correspondence, filing, 
policy writing, and other mechanical 
activities. 

This produces two conditions, he 
said, each of which slows down the 
agency's progress toward greater in- 
come and more profit. 


May Be Overpaid 


First, such an agency is really a col- 
lection of several specializing agencies 
—loosely held together and with little 
or no organized plan for selling every 
customer a complete plan of protec- 
tion. Second, and equally important 
from the economic viewpoint, the top 
underwriter or rate clerk, whose sal- 
ary is based on her specialized knowl- 
edge, also writes policies and letters 
and does her own filing and hunting 






for files. While she is performing 
these functional duties she is being 
overpaid. 


Mechanical or functional operations 
constitute the other kind of work in 
the agent’s office. These carry the 
same labor cost regardless of the 
amount of premium involved. For in- 
stance, it costs the same to make an 
accounting record of a $5 premium as 
it does to enter one of $10,000. Filing 
a daily report costs the same amount 
whatever the premium. This is true 
of other functional activities such as 
routine correspondence, policy writing, 
and the like. Significantly, at least 
60% of an agency’s operating costs are 
represented by just such mechanical 
operations. 

Note, he said, that no matter how 
large or highly departmentalized an 
agency may be, it maintains only one 
accounting department. This unit re- 
cords all monetary transactions, re- 
gardless of the type of business. All 
items bearing the same work value 
are centralized. 

_ Then why not centralize files, phys- 
cally and also by giving filing per- 
sonnel full responsibility and author- 
ty for all filing and finding? This 
keeps the rest of the staff, especially 
the principals, out of the files. Under 
‘Plan, adequate controls can be 
readily established for determining 
“who has what and for how long,” for 
clearing out the deadwood at regular 
intervals, and for insuring that the 
file drawers and not desks are used 
for filing. 


In fact, if the filing system is based 
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yency Can Save Money, Time By Putting 
Job On Its Own Wage Level: Beling 


on the modern idea of line folders: 
i.e., a folder for each insured that con- 
tains all pertinent daily reports and 
correspondence and with all folders 
filed alphabetically by names of in- 
sured, the filing procedure becomes 
an important and integral part of pro- 
duction planning. At the same time, 


the higher paid members of the staff 


are given that much more time for 


their more specialized duties. 
Centralization can be applied to pol- 
icy writing, Mr. Beling observed. Pol- 
icy writing in itself is nothing more 
than the physical act of transcribing 
pre-determined data from an applica- 
tion or similar form to a blank policy. 
In most medium-size or large agen- 
cies, each separate department will 
process its own policies as to rate, 
form, premiums, and company, up to 
the point of typing the policies. At 
that point, the typing becomes a 
straight copy job—easily handled by 
an ordinary typist—and, of course, at 
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a lower wage cost. By combining two 
or more policy copyists into one cen- 
tral unit, it becomes possible for each 
girl to write any kind of policy, which 
more evenly distributes the work load. 
A definite control can be maintained 
on the number of work units turned 
out. A greater volume of mechanical 
work is produced at less cost. 


Routine Correspondence 


Routine correspondence also lends 


itself readily to centralization, Mr. Be- 
if 


ling said. This is especially 
(CONTINUED ON PAGE 44) 


true 





in a hurry! 


Keep the “Ag-Man” in mind whenever you’re up 


against a tough selling or servicing problem. 


You'll find your Agricultural Insurance fieldman 


ready, willing and, above all, able to help out in vir- 


the line? Or a survey to make? Put in a call for your 
**Ag-Man.” He has the experience and the technical 


know-how that will enable you to work things out 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong on Service! 


tually any situation. Got a real “problem prospect” on 


The Agricultural Insurance Co., 
Watertown, N.Y. 





Got a tough nut to crack? 


In short, when you need the kind of help that 
keeps selling effort down, and agency income up, 
SOS for the Man from “Ag”... the company that’s 


Strong On Service. 


Mail Coupon today for Complete “Ag” Story 


Dept. N-1159 


with a quality company. Let’s have the details without 


obligation. 
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Assails Companies’ Poor Agent Relations 


(CONTINUED FROM PAGE 9) 


Prof. Nichols urged. “It’s all about the 
company. The only mention of agent 
is a small line at the bottom, ‘See your 
Nobody 

care.” 
Companies have further reduced the 


Who is the 
The company 


agent? 
doesn’t 


agent.’ 
knows. 


power of the agent by hiring him 


masses, the speaker asserted. As an 
example, he cited statistics from Flor- 
ida that show that in 1945, there were 


some 12,000 agents in the state 


compared with over 70,000 by 


in develop professional 


standards of service.” 


1957. 
“This is professionalism?” he asked. 

The industry “thinks so much of its 
agents that it has more failures than 
successes,” he charged, “and companies 
refuse to pay the price necessary to 
representatives. 
Instead they advertise price and net 
cost while doing little to develop any 


“in the dark,” Prof. Nichols declared. 
Much of the flow of agents among 
companies is a result of the fact that 


agents’ 
that the new 


contracts are kept secret so 
man going 


into the 


business has no opportunity to com- 
pare what different companies offer. 
Only after he is under contract does he 
find that other companies may offer 
a better agreement. Thus he becomes 
ripe for proselyting. 

The real reason that the New York 


limitation 


on life commissions con- 


tinues to be in effect is that companies 








* ADT Automatic Protection pro- 
vides us with dependable safe- 
guards against fire in every sec- 
tion of our plant. We are happy 
to relate that we are obtaining 
this protection at a saving of ap- 
proximately $12,000 annually.” 


Cibetiow $6 am — \ 


Assistant General Manager 


THE CLEVELAND CRANE & 
ENGINEERING COQ., Wickliffe, Ohio 





Uses ADT 
protection an 


saves *12.000 a year! 





as Companies also tend to keep agents actually like it, feeling it protects 
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World-famous for its line of overhead cranes, overhead materials handling 
equipment, and Steelweld press brakes and shears, Cleveland Crane must keep = { 


production rolling to meet the big demand for its products. 


To safeguard property, profits, and the lives and jobs of employees, the 


232.000 square feet of plant space is equipped with automatic sprinklers, 
backed up by ADT Automatic Protection which summons the fire department 


whenever the sprinklers operate. 


This efficient fire-fighting combination makes it possible to obtain greatly 
improved protection at lower cost by rearranging the hourly patrols required 


in a plant of this size, effecting a saving of $12,000 a year. 


You, too, can enjoy better protection and substantial savings through use 
of ADT Automatic Protection Services. Whether your premises are old or new, 


sprinklered or unsprinklered, the appropriate combination of ADT Automatic 


Services will protect you against fire, burglary and other hazards—and at 


lower expense than less effective methods. 


Controlled Companies of 


Call the ADT office listed in your phone book, or write our Executive Office. 


AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE 
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New York 
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them, he declared. Meanwhile 4 
seek to build an image of substanaiill 
ness for themselves by erecting } 
buildings that get public attention 

newspaper publicity, “but yoy a 
see the agent recognized in this tm 
of publicity,” Prof. Nichols asse 


Old Companies Not Progressive 
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; inst 
ment ' 
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No really new and progressive jg 
on merchandise are coming out ; 
established companies, he deel 
They are too bound up with ano 
and preformed actuarial cone} Ps 
and the innate desire of an actys 
to say “no” to anything. Therefoy! 
agents’ associations should emp) 
their own actuaries to analyze con, 
pany products and develop new » 
to be adopted by the companies, ; 
sociations should also undertake 
policing of the business and speak os 
boldly against the things that a 
wrong with company 
procedures. 

The human life value concept as 
sales approach has been badly oye, 
used, according to Prof. Nichols. Togy 
the problem is not what the progpe 
needs but what he can afford; and i 
agent must become first a bu 
adviser in order to show people whe 
to get the money to buy. 

Prof. Nichols predicted that withiy 
10 to 15 years, the separation of agen: 
and company will be so great thy 
there will be no more direct agent 
Instead, all agents will represert th 
public, negotiating with the COMP Migs 
for the merchandise they need fy 
clients, not trying to fit clients’ nea 
to the existing merchandise of ay 
particular company. 

“T envision three levels of agent 
in the future,” he said. “First will & 
the policy peddlers. Above them wil 
be professional brokers—that is, ageni 
who are truly professional and repr. 
sent their clients, not the companies 
The third level will be corporate aé- 
visers dealing with corporate buyer 
perhaps even compensated by thf A 
buyer on a fee basis and with m 
commissions from the company. 

“Make no mistake,” he concluded 










pr: 


“by and large, the companies are per i 
fectly willing to dispense with th§ © 
” mo 
agent. 
Ros 
he hel 
Baldwin Joins Buffalo e 
From Springfield F.&M. . 
Donald J. Baldwin has joined the} 5, 
claim department of Buffalo in a ap 
administrative and supervisory capa} 
ity. He was formerly with Springfield m 
F.&M. in the field and later at it} yy; 
home office. He was president 0§ i, 
Springfield F.&M.’s employes’ associé} jp 
tion. de 













































Every state in the Union 
hotel that’s head and shoulders 
all others. In Maryland, it’s! 
more’s Lord Baltimore Hotel. 
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t YOU nope s cooperation but which usually is 
In this hnocently done, is the destruction of 
OlS assertalnvsical evidence. The allegedly faulty 
ssive aive is thrown away by the repair 

jyartment when a new replacement 
reSSiVe idel. installed. The maintenance depart- 
Ung out , ment repairs or replaces the allegedly 
7 Wiefective step before photographs can 
Vith ¢ 





he taken to demonstrate the condition 
bt the time of accident. Tanks of 
wottled gas are refilled before tests 
Mean be made as to odorization of their 
loft remaining contents. 


Loath To Re-employ Handicapped 











Despite today’s concern for rehabili- 
eiltation of accident victims by insurers, 
M@abor organizations and governmental 
Weagencies, Many employers are loath 
to re-employ handicapped former em- 
ployes, Mr. Hanson said. Costs for 
“sgecalled” totally disabled individuals 
could be drastically reduced if em- 
ployers would provide jobs with lighter 
duty, machines at which the operator 
could sit, not stand, and implementa- 
tion of special departments adapted to 
the handicapped. 

Another general category of inef- 
fective control he classifies as “un- 
realistic expectations by an insured.” 
Mr. Hanson stated, “I am sure that 
every insurance company has at vari- 
ous times been asked to make pay- 
ments, regardless of liability or cover- 
age, because of insured’s business 
interests, customer relations, or public 
good will.” Such requests are usually 
supported by the statement, “It’s our 
money, isn’t it?” Mr. Hanson said he 
did not think those interests are in- 
surable hazards nor should they be- 
come part of the insurance costs. They 
should be classified for what they 
really are—items of business expense. 
They, should be handled by the insured 
accordingly. 


Another request, usually by a retro- 


P.I. Moves At K. C. 
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sas City of Pacific Indemnity has 
moved into a new building at 4233 
Roanoke Road. An open house was 
held Oct. 30 attended by the staff, 
) local producers and executives from 

the home office including President 
fi, C. R. Herda and vice-presidents Carl 


sined the Fisher and John J. Haster. Pacific 
o <a Indemnity occupies the second level, 
ry Cae approximately 5,000 square feet, in the 
oringfiel new building. The midwestern depart- 
or oe ment handles Illinois, Kansas and 
ident of Missouri, and is in charge of the serv- 
, aes ice office at Bloomington, Ill. E. Rag- 


land Dobbins is resident vice-presi- 
dent. 











The midwestern department at Kan- | 
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teviews Problems In Handling Claims 


(CONTINUED FROM PAGE 12) 


spectively rated risk, is for an arbitrary 
reduction in reserves outstanding. Mr. 
Hanson said he has no objection to 
consultation and review of reserves 
and, where circumstances warrant, 
modifying reserves that appear high 
or increasing those that appear low. 
However, if reserves in each case are 
established on the basis of the reason- 
able probabilities of loss, not possibil- 
ity of loss, taking into consideration 
the many intangible factors present 


in every claim, the insured should 
accept the professional opinion of the 
claim derartment of his insurer. 

There should be personal contact 
between the representatives of the 
insured and the insurer, Mr. Hanson 
said. At the branch office level of 
each, the claim representative should 
call on insured’s office to furnish re- 
port forms, medical panels, addresses 
and telephone numbers to be _ used. 
A proper understanding of the mutual 
problems of each can eliminate delays 
and irritations. In many cases, it is 
well for the head office representa- 
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tives of the insured and the insurer 
to confer to arrange for proper liaison 
and mutually consistent instructions 
to their field forces. 

A claim department should display 
the same moral and legal integrity to 
its insured that an attorney would to 
his client. Within the limits of the 
coverage purchased, the interests of 
the insured and the insurer are basic- 
ally identical. They should work to- 
gether as partners, not as antagonists. 
Each is dependent upon the other for 
success in his business efforts, Mr. 
Hanson concluded. 
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Working with Weghorn you can offer your clients 

the finest and most complete coverage for all their insurance 
needs. Twenty-seven top flight companies are allied with 
Weghorn representing the best in fire and marine, 

personal and business life insurance. And when 

it comes to service—sales aids, assistance in making 
presentations, handling of billing, etc.—you’ll soon see 

why Weghorn’s reputation is built on building 

better business for brokers. Why not phone 

or write us, today, we’d like to talk to you. 


JOHN C. WEGHORN AGENCY, INC. 


102 Maiden Lane, New York 5, N. Y. * Phone: Digby 4-8420 
Member of the New York City Insurance Agents Association 


Marketing And All Lines Grouping 
Contrast Two Large Agency Systems 


(CONTINUED FROM PAGE 1) 


is a Latin or Latinized name which 
can be pronounced but which is 
strange enough to connote mystery, 
magic and miracle. There is little or 
nothing on the package to indicate 
what the element is, really. It is just 
new. So you have two “news,” one 
big general new and a new ingredient. 
It is very, very new, and in its bright, 
identifying colors, it is prominently 
advertised wherever it can catch the 
public eye or ear. 

2. This is the large family package 
size, which states or implies that you 
get more for less. In brilliant colors 
it asserts that it is 3 cents off the 
regular price, which may or may not 
be shown. So many modern products 
are more, and cheaper, and better, 
though what they are more than or 
cheaper than or better than seldom is 
evident or even discoverable. Or, the 
box is 10% off, or 20% off. Off what? 
Often a fictional figure or no figure at 
all. 

It seems highly unlikely that, even 
with all of the changes that are taking 
place in insurance marketing, its dis- 
tribution ever will get down to the 
raucous, sweating, shouting, market 
place with soaps, cigarettes, and pat- 
ent medicines. 

Yet insurance merchandising today 
is not very far away from the use of 
many of the basic elements in this 
kind of merchandising. 


More Inventive Than Supposed 


1. In insurance the product is new. 
It is so new that an old timer of 15 
years ago would hardly recognize it. 
We had homeowners, then we had 
homeowners and the comprehensive 
dwelling policy. The manufacturers 
output was evolved, then the indus- 
trial property policy, the office con- 
tents package, and the commercial 
property floater. We got a new home- 
owners. Now we have a new new 
homeowners. The new and different 
family automobile policy was followed 
by the new and different single limit, 
discounted package auto policy. There 
are dozens of variations in auto poli- 
cies. 

If you think this kind of thing is 
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confined to the fire and casualty pf’ |. 
ness, take a look at the life busingt 
There within a comparatively § 
time, have appeared new packap 
various price reducing devices, » 
new approaches. 
Despite a pronounced tendency % 
the insurance business to criticize tern 
self for being backward in progy 
improvement and invention, the re 
ord is impressive. if 
From the days of the extended oy 
erage endorsement, through comp 
hensive personal liability and the 3.hyhj 
to homeowners and the single ip; 
automobile policy, the course has bee 
in the direction of more for insypy 
Homeowners has put into effect map 
more CPLs and residence burg 
coverages than were previously soldbprice. 
That is a benefit for the man wh) Man) 
runs the risk. The new bureau antpressur 
package will sell 100% medical payhof doin 
ments instead of 70% as at presen 
That is a good thing for insured. 


More Value To Insured 


\] 


Most of the new coverages hay 
been developed in comparatively r. 
cent times. If you will add up th y 
score, you will see, I think, that th 
agent of today, young or old, has mor 
to discuss with the prospect or cliey al 
than ever in history; the compan 
man, vice-president or special agent 
or life manager, can do more busi- 
ness than ever before because he ha 
more products and more marketabk 
products to help distribute. 

So, in its way, the tradition-boun 
fire and casualty business has no 
been behind the marketing processi 
in devising means of catching the eye 
of the public—and, more important 
of delivering more value to insured 
The life business, accused of being 
smug and complacent, is beginning to 
emerge from a marketing era of com- Wit! 
parative quiet. 

2. The second item in the soap list 
was the new, new, low, low price 
This sounds over-stated. Yet the bu- 
reaus’ auto package provides a 15 to 
20% discount in the packaging of the 8 
coverages plus a discount of up to 20% mig 
for safe driving. This out-priced the} mor 
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we cutters. How is any one of them 
ng to be able to advertise up to 
- off? The homeowners started 
wh a packaging discount—“family 
3” again—and in its successive 
ms has been reduced in price. 

That is another curiosity observable 
, the comparisons made by soaps, 















‘Ualty bys tifrices and other products. The 
fe b Sing mparison is against what? What 
vely di ve the independents and direct 





’ Packagll tors been selling off? Off bureau 
“VICES, “afl tes, Now the bureaus are selling off 
heir Own rates. 





ndency g, 
CTiticize ater 
in prodys 
1, the ref Many of the new competitive forms 
{ life insurance reflect these same 
ended Covana eting ideas. 
h compn§ product and price are points on 
Nd the 3ifyhich the business goes to the public. 
ingle lin# But, in addition, internal changes 
e has bere occurring which seek to increase 
Or insuredthe speed of producing and processing 
ffect manfnits of insurance in order to get the 
> burglanfyroduct to the customer at a lower 
ously Old price. 
man wht Many of these things are exerting 
1Te€au auifpressures on the traditional methods 
dical pat doing business for agent and com- 
at presen: 
red. 





Changes To Save Money 
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ise he has 
too! 


narketabk 
With inflation so consistently adding 

_, | tothe insurable values of your client’s 
ae properties, the insurance you sold even 
t the bu. one year ago may not be enough to 
s a 15 tp | 8v@ Proper protection today. 
ng of the} Should a fire occur, your client 
1p to 20% | might lose a substantial amount of 
riced the | money. You might lose future business. 

How to get a client to buy the 
greater protection he needs? 

One effective way is to recommend 
W Continuous American Appraisal Serv- 

ice*. Your client will receive periodi- 

cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctuations in 
value. Any shortage in insurance will 
become readily apparent. Both you 
Risks) and your client will be working from 
facts that will stand investigation, 
assembled by the 63-year leader in 
the field. 

American Appraisal reports for your 
f dients are good protection for you. 


The 
AMERICAN 
APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
5 Ill. Offices in 18 cities coast-to-coast 
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pany and are affecting the relation- 
ship of company and insured, com- 
pany and agent, agent and company, 
and agent and insured. They are quite 
important. 

Among them are automation, the 
production of policies, bills, and re- 
cords by high speed devices. To do 
this and save money, the company has 
to have a large number of fairly 
homogeneous units. Perhaps a huge 
number will be needed. Otherwise the 
saving doesn’t materialize. Large com- 
panies are attempting to adapt auto- 
mation to their operations on an in- 
dividual basis. Smaller companies are 
using or will come to the use of pool 
arrangements. There is already under 
way a strong movement to achieve 
more uniformity in forms by elimi- 
nating unimportant variations, and to 
eliminate useless or unneeded in- 
formation. 


Automation Reversing Decentralization 


Automation is reversing the former 
trend toward decentralization in in- 
surance, as it is doing in other busi- 
nesses. Branch offices are becoming 
sales offices. Regional offices are being 
remodeled into marketing supervisory 
offices. Both will be staffed by spe- 
cialists spending most of their time 
with agents and insured, particular- 
ly commercial insured with special 
problems. 

Payment with application will be- 
come the rule and not the exception, 
on personal lines and some commer- 
cial risks. This will eliminate free in- 
surance as a by-product of automa- 
tion. 

Direct billing, machine processed 
paper work, payment plans, price dis- 
counts, products with differences for 
selling purposes—all of these things 
now are available. 

What is the business going to do 
with them? Their success or failure 
depend on the skillful use of them— 
the art and energy with which they 
are exercised and applied by the agent 
and company for the benefit of in- 
sured. 


Inform Client Of Service 


There are still bugs iz these things. 
There are difficulties to be worked 
out, problems to be solved. The ccm- 
panies need agents, as they always 
did, to help them solve, not their prob- 
lems, but problems that are common 
to both, for the benefit of themselves 
and their insured. 

Agents have recoiled from automa- 
tion, direct billing, and the like. But 
if these and other devices and proce- 
dures can’t handle paper work less 
expensively, and more expeditiously 
and satisfactorily, to the point where 
agents and agency companies can com- 
pete toe to toe with competitors, 
agents had better help their compa- 
nies find other means of doing so. 


Agent Can Describe Services 


But assuming that these things are 
here to stay, how can the agent use 
them to the advantage of client and 
himself? One way is to send insured 
via monthly payment plans a message 
12 times as frequently as the agent 
has been reaching him if he reached 
him only at renewal time. Here the 
agent can talk about coverages in- 
sured doesn’t have or doesn’t have 
with this agent, including life and 
A&S. Or, he can talk about insurance 
to value, higher limits, medical pay- 
ments, and uninsured motorists cover. 
The agent can describe the services 
he performs which is particularly im- 
portant to tell insured who hasn’t 
needed those services because he 
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policies of the 


NEW HAMPSHIRE INSURANCE GROUP 


New Hampshire 
Insurance Company 


Granite State 
Insurance Company 
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MANCHESTER, 
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through agents and brokers 


AUT INSURANCE © 


home office: menlo park, california 





































@ Few possessions are more prized 
—or more costly to replace—than 
jewelry and furs. Articles of jewelry 
can easily be lost or misplaced; 
furs are highly damageable. Both 
are natural targets for thieves. 

Better make sure that clients and 
prospects are told of the favorably 
low rates at which the Jewelry-Fur 
Floater is written. As important, 
that newly-acquired items are 
scheduled to give present clients 
the full protection they need. 
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Give them the complete 
all-risks protection they need 


While you're about it, suggest 
that the Personal Articles Floater 
be written to cover not only jew- 
elry and furs but cameras, silver- 
ware, other valuables—under one 
policy, at low package rates! 

In fact, producers whose sales 
plans are along inland marine 
lines should know more about the 
scope, ample capacity, claims and 
loss prevention services our facili- 
ties provide . . . for better handling 
of personal and commercial accounts. 


Crain Dealeuhfitid, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE - CASUALTY + AUTOMOBILE + INLAND MARINE 
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hasn’t had a loss or claim. For that 
reason those insured are precisely the 
ones con petitors want to acquire. 


All Lines Has Arrived 


These monthly mailings are im- 
mensely valuable means of communi- 
cation which would fascinate any 
marketing man if he were offered the 
same opportunity—and at practically 
no cost. 

The combination of all lines in one 
management and marketing establish- 
ment is no longer a debatable trend. 
It is here. A great many all lines 
combinations are in existence, includ- 
ing some of the very largest insurers 
and, more significantly, some of the 
most competitive. More combinations 
are in the making. 

Fire and casualty companies have 
a lot to learn about making the most 
of an all lines combination. They will 
make mistakes. A few such combina- 
tions will fail to work. But in spite of 
all this, those insurers that have al- 
ready made their move into all lines, 
that are now out learning, will have 
a material edge over companies that 
do not get into all lines, or that get in 
so late the market opportunity will be 
substantially reduced. Just how much 
of an edge will depend on the quality 
of management, as it always does. 


Agent-Company Contest Renewed 


There are certain marketing ad- 
vantages. These have been. pointed 
out chiefly for the personal lines mar- 
ket. But group life and A&S, key man 
and other personal lines that are sold 
to businesses and industries create a 
natural alliance between sales of per- 
sonal lines and commercial fire-cas- 
ualty lines. As much growth as there 
has been in recent years in group, 
there promises to be more. Experi- 
ments are being conducted in this 
area which could lead to further 
growth in the group business, already 
a giant in volume and in the number 
of individuals covered—each, inciden- 
tally, a possible prospect for individual 
lines. 





Will Stimulate Contest 


The all lines combination will stimu- 
late, even more than the success of 
the exclusive agent companies in 
property and liability lines, the con- 
test between two agency systems. This 
contest in the fire and casualty busi- 
ness is one between two old friends 
who thought they had most of their 
differences settled—the agent and 
company. It is a contest as to who will 
exercise control. Control over what’ 
Everything—coverages, marketing, un- 
derwriting, and competitive pace. 

Much of the discussion of the two 
systems, inside each or one by the 
other, has been fairly subjective. Yet 
it is important to look at them with 
as much objectivity as possible. Be- 
cause as time goes on they will come 
more and more into comparison. They 
will contrast sharply when they enter 
the same company family. 

What are these two selling systems? 

The life business is marketed by 
agents representing one company ex- 
clusively (or so the contract generally 
states). 


Life Insurance Has Kept Up 


In the property and liability field, 
in spite of the growth of companies 
using exclusive agents, the bulk of 
premiums still are handled by agents 
representing several or many com- 
panies and owning their own expira- 
tions, and by independent brokers who 
place business in many markets here 
and abroad. However, many life 
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ts sell fire and casualty business. 
many local fire and _ casualty 
ts sell life. 

w effective is the life insurance 
force? 

e Was $2,600 In 1937 

1937, the amount of life insur- 
ance carried by the average American 
family was $2,600. In that year the 
amount of disposable income per av- 
gage American family—that is, per- 
gnal income after taxes—was $1,700. 
This is roughly a ratio of 1% to 1. 
Expressed another way, the amount 
of life in force in 1937 represented 
1g months of disposable income. 

In 1957, 20 years later, though the 
amount of life insurance per family 
was $8,300, the amount of disposable 
income had climbed to $5,500. Conse- 
quently, the ratio is almost exactly 
what it was in 1937, 1% to 1, or enough 
toreplace 18 months of income. 

These figures demonstrate that the 
life business, which is almost wholly 
concerned with selling, as opposed to 
property and liability insurance, which 
is concerned with underwriting as 
well as selling, has kept up with in- 
flation and expansion in personal in- 
come. But the life business has not 
succeeded in improving its relative 
position. It has not been able to put 
into effect, to market, greater protec- 
tion of the American public than it did 
almost a generation ago. 

Has Fire-Casualty Kept Up? 

One study shows “a _ frightening 
loss of interest in life insurance after 
age 40.” 

But lest the independent property 
agent take too much satisfaction from 
this comparison, in fire and casualty 
the incidence of underinsurance is 
widespread and surprisingly large in 
both personal and commercial lines. 
In other ways, it is charged, the fire- 
casualty business has not kept up 
with the expansion of the economy and 
with inflation. They cite the export 
of premiums abroad to illustrate their 
point. They contend that this is not 
altogether due to price and coverage 
competition but is in part because 
American insurers have not built suf- 
ficient capacity to write all the domes- 
tic business that is available. 

How about size of marketing per- 
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her sonnel How many insurance sales- 
_— men are there in the U.S.? 
In life insurance, approximately 
200,000 full time agents. 
In fire and casualty, approximately 
‘ 250,000 agents (not agencies) of the 
sly “independent,” multi-company kind, 
ents, many of whom are, for one reason or 
ors, anothe’ part time. 
If exclusive agent companies have 
35,000 salesmen, then 285,000 agents 
are selling fire and casualty, com- 
‘otals pared with 200,000 selling life insur- 
ance. 
va Opportunity For New Agents 
‘7 |} Another comparison between the 





two systems is important in attempt- 
ing to assess the effects of the two 
systems upon each other. That is the 
cost to the company. The independent 
| agent already is in business and costs 
me Company nothing except commis- 
to get business. The life agent 
to be put into business, and the 
is very considerable. The mini- 
cost of the life agent, over a 
: year period of induction, is said 
4 be $10,000 in out of pocket expenses. 
ortality is high, which runs the cost 
r the company even higher. It re- 
Quires 30 interviews of selected col- 

graduates to hire one man as a 

agent. It takes 10 men hired to 
8et one good producer. The turnover 
in the first year is 58% and by the 


























end of five years is 90%. This is the 
turnover today and it is almost exact- 
ly what it was 20 years ago. 


every case paid his own way into the 


The multi-company agent in almost 


business—and_ at 


business, many by way of another 

business, such as real estate. Inde- same company to 
pendent agents have few if any fringe 

benefits. all lines. 


both life and property insurers that 
the sales forces are inadequate to do 
a marketing job as large as should be 
done. Consequently, there is, 
positive side of this situation, plenty 
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of opportunity for present agents to do 
more and for new agents to come in. 
One all lines company group is having 
great success putting young men into 
comparatively 
small cost, much less than it costs the 
put life 
business. These young men are selling 


a 


Attempted Ceiling On Group 


between 
strongly 


sized. The similarities as sales forces 
are, however, several. 





vated higher income prospects 


They are presently engaged 


men into 


tives because these are the 


the agents if they did not have 
the two much group available. A 
empha- life agent recently was 

arguments for limiting the size 

group policies. In the course of 
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Name 


Life agents consistently have culti- 
clients and want to continue to do so. 


struggle with their companies to put 
a ceiling on the size of group cases 
for business owners and top execu- 
persons 
who would buy higher premium life 
insurance on an individual basis from 


prominent 
presenting 


the strength of the insurance package you offer—further- 
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talk he said, “Maybe some of the 
companies think that direct writing 
is right. Maybe they forget how this 
business was made great by the com- 
mission-compensated agent.” 

Life agents have fought association 
cases. They have tried to get the 
legislature to liberalize section 213 of 
the New York insurance law so that 
New York licensed companies can in- 
crease commissions. 

But what about the local, independ- 
ent agent? He has tended also to deal 
with and cultivate the well-to-do pros- 
pect. There is evidence of this in a 
study of the great growth of the ex- 
clusive agent companies in the past 
25 years. To a marked extent, the 
early growth of these companies was 
with buyers in the lower income 
brackets, young families, families new- 
ly in the insurance market through 
the automobile and beginning to ac- 
quire equity in homes. There was ac- 
tually not much of a contest for this 
business between multi-company and 
one company agents because the so- 
called independent agent wasn’t 
reaching this market. 


People Make Systems Work 


Local, independent agents have op- 
posed fictitious groups, though it 
should be noted that quite a number of 
associations of such agents have pur- 
chased group life and A&S. 

Such agents also oppose commis- 
sion reductions. 

But these are two very large and 
powerful marketing groups—almost 
500,000 salesmen. They are what has 
made insurance one of the top. 10 
businesses in America in size and 
perhaps the most important business 
of all in what it does for people and 
their highly successful economy. All 
of these agents are or can be of value. 


AeNATIONAL UNDERWRITER 


In these times agents are often criti- 
cized. But it should be pointed out 
that they are not being criticized for 
being agents—only for being lesser 
agents than they know how to be or 
can learn to be. 


The companies require and the pub- 
lic needs an insurance marketing staff 
that is doing well for itself, that is 
improving its competence, raising its 
standards, and enlarging its economic 
opportunities. No system will replace 
people—people make systems work, 
and not the reverse. 

The contest between agents and 
companies in either of these fields of 
insurance eventually will be, as in the 
past, decided in favor of the customer, 
only this time more so. The buyer is 
becoming the umpire, the final arbiter 
of what companies and agents do, how 
they do it, and to some extent what 
they charge for the service. 

The public has no interest in one 
stop service. That sounds like putting 
the car in the shop for an overhaul, 
or like pushing a cart through a huge 
self service market and loading it 
up with the family’s insurance needs. 
But if you turn it around and ask the 
insurance user if he’d like to buy all 
his insurance from one agent, he in- 
dicates a very strong desire to do so. 

The company-agent contest will be 
resolved amicably. There will be 
changes in the way agencies do busi- 
ness. The companies have some hard 
self changing ahead of them. But in 
the end, a relationship will be fash- 
ioned that works effectively for the 
insured, for the company and for the 
agent. If it doesn’t, you can rest as- 
sured that someone else, some other 
company and agent, will be writing 
that insurance. 

Everything points to a closer rela- 








ON INDEPENDENCE SQUARE 


Booth, Potter, Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 





tionship between company and agent— 
packages, payment plans, all lines 
marketing. So, too, do more and more 
things point to a closer relationship 
between agent and insured and com- 
pany and insured. Whether that 
sounds good to you or not, that is what 
is happening. 

The future, as it has done in the 
past, belongs to those in this business 
who plan objectively and execute 
with energy and intelligence. Do not 
worry. Men will continue to be more 
important than machines. This busi- 
ness will continue to be one of per- 
sons, both at the agency and the com- 
pany level. Personal integrity between 
each other and with the public will 
continue to be of the utmost import- 
ance because of the time lag between 
sale and delivery of what the public 
needs, or may need. It will continue 
to be a business of which the public 
demands a great deal in the way of 
personal service and, even more im- 
portant, in way of personal interest. 


New Amsterdam Names 


Milwaukee Manager 


Henry W. Topley Jr., field repre- 
sentative of New Amsterdam, has been 
promoted to resident manager at Mil- 
waukee. He joined New Amsterdam at 
Philadelphia and was transferred to 
Milwaukee in 1948. 


Atlantic Mutual To Have 
Room For Mary Celeste 


Atlantic Mutual will dedicate a Mary 
Celeste Room in its new building to 
be opened in November at 45 Wall 
Street, New York. The mystery ship, 
Mary Celeste, was found drifting in 
mid-Atlantic in 1872 in seaworthy con- 
dition but without a soul aboard. At- 
lantic Mutual is the only surviving 
American company that underwrote 
part of the cargo risk. 

The new room, which will simulate 
an old time marine underwriting of- 
fice, will contain a 35 inch replica of 
the 99-foot brigantine and other mem- 
orabilia. 


Murray With American Data Unit 
Maurice A. Murray has_ joined 
American as assistant superintendent 
in the data processing department. He 
has been assigned to the systems and 
procedures division, where he will 
supervise the group’s costs and stand- 
ards program. For seven years Mr. 
Murray has been methods coordinator 
of Massachusetts Mutual Life. He has 
been a frequent speaker on clerical 
work measurement and allied subjects 
before various managerial groups. 
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General Of Seatile 
Makes Three Promotignif 


Three promotions have been 
by General of Seattle. 

Donald Underwood has beep 
moted to manager of the Spokane 
fice, James R. Conan has been 
ferred to the Portland office ag 
ministrative manager and Leslie 
Stern moved up to chief und 


; cans 
personal lines, northwest division, Casué 
Mr. Underwood began his career ,f vars! 


a unit manager for Reserve Life f 
later became an Allstate agent. He 
served as sales representative 
joining General in 1956. 

Mr. Conan has been with 
for 10 years, beginning in the 
department and later advancing 
auto underwriter. 

Mr. Stern has held a Variety 
positions, including underwriter, g 
manager, and sales representative 
Seattle; office manager and sales 
ager at Salt Lake, and admini 
manager at Spokane. He joined 
company /n 1946. 


Avery Keynotes Monthly . 
Lectures To Be Held At 7 
New York Office Of U.S.F.4qe" 


A series of lectures in the New Y, 
office of U.S.F.&G. will run 
through next June. George F. A 
vice-president in charge of the o 
gave the keynote address devoted to gpilk 1 
history of the company, and 
employes to use the company’s ed: 
tional facilities. Kenneth C. Edgar, 


, ii 
sistant manager, discussed branch T 
fice organization. pa 
The 90-minute lectures, to be Z 
after business, will cover de al 
tal purpose, scope, and organiza t 
and relationship of departments t 
other departments. { 
ae ici 
s Py mal 
Hutchins, 47 Years With fx ¢ 
N. C. Rating Bureau, Retires 
John H. Hutchins, assistant : 
ager of the North Carolina Fire 
ance Rating Bureau and its pred 
North Carolina Inspection and 
Bureau since 1913, has retired. 
rating bureau held a. testi Gor 
luncheon for Mr. Hutchins. 
t 
a lant 
Healy Is Promoted ; 
James J. Healy has been p s 
to superintendent of the admi & 
tive compensation and liability Ins 
ment at New York by North 
group. He had previously been 
writing supervisor. | 
lowe 
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20, 1959 
le 
moti 
been 
- been the Lyon county district court, 
Spokane a judgment for a storage and 
been ssing concern and increased 
fice as . The case, which hinged on 
1 Leslie contamination of powdered eggs 
und cans, is reported in 10 CCH (Fire 
vision, casualty) 77. 
iS Caregp 1 Produce Co., operator of a 
ve Life for storage and processing of 
sent. He and milk. products, had various 
tative with St. Paul F.&M., Fidelity- 
ix, Ohio Farmers, Home F.&M., 
ith s, Fire, Travelers, and Reliance. 
the Insured processed milk powder in 
ivancing egg powder in drums, egg 
in cans and shell or raw eggs, 
variety contract with the quartermas- 
riter corps of the U. S. Army. Under 
sentative contract, the plant had to be free 
i sales strong odor, dust and smoke 
mini air. Violation of these standards 
joined rejection of products by 
government. 
On March 13, 1956 a house located 
e 75 to 100 feet north of insured’s 
nthly t caught fire. Dense smoke from 
poard and wood, borne by a north 
At ind, poured into the plant, penetrat- 
U.S.F into every room except the freezer. 
e New Y Features 
un At the time of the fire, insured had 
e PFs with all the insurers named, 
f the o loss or damage by fire to the 
levoted to powder. Only the policies of St. 
and F.&M. and Fidelity-Phenix in- 
ny’s poultry, eggs and the egg pow- 
. Edgar, afer, including that in filled contain- 
branch The policies of the latter two 
panies not only insured the prop- 
to be against loss or damage by fire 
de also against any such loss or dam- 
rg to the extent that it might be 
irtments that the insurance was “in per- 
”’ as well as “in rem.” The two 
icies also contained by endorsement 
With market value clause which stated 
1 t the value of finished stock manu- 
by insured would be that 
Retires , less all discounts and unin- 
stant expenses for which the stock 
Fire have been sold had no loss oc- 
pred ’ 
and 
t Government inspectors from the 
aster corps and the depart- 
t of agriculture inspected the 
lant after the fire. They condemned 
plant and all the merchandise on 
n p specific grounds of contamination 


a smoke of the products in storage. 


lity Insured notified the insurers which 
rth liability, although one company 
een for damages to the building un- 


a policy specifically insuring it. 
brought suit and the court al- 
recovery for loss and damage 
shell eggs, milk powder and that 
Powder which was packed in 

. The total award was $32,249. 
nsured was denied damages for loss 
of the egg powder in cans, on the 
rtp that it was not damaged by 


Insured and insurers both appealed, 
the former claiming that it should 
have been allowed recovery for the 
damage to eggs in cans, which amount- 
ed to almost $54,000. The high court, 
considering only the issues raised by 
insured’s appeal, reversed the lower 
court and awarded $54,000 to insured. 
It rejected the insurer’s appeal, and 
the lower court’s $32,249 award there- 
fore also stood. 

The court noted that while the low- 
er court found that the egg powder 
in cans was not damaged, it was silent 
on whether there was damage to the 
containers or cans in which the pow- 
der had been packed for shipment, 
pursuant to government specifications 
and requirements. The high court spe- 
cifically noted that St. Paul F.&M. and 
Fidelity-Phenix policies provided cov- 
erage on the containers. 


DOCTOR’S ROLE QUESTIONED 


The eastern district court of Mis- 
souri denied summary judgment to 
New Amsterdam and to its insured 
in a suit involving the insurer’s duty 
to defend under a malpractice policy. 
The case is reported in 10 CCH (Fire 
& Casualty) 98. 

Dr. Sommer, a psychiatrist-psycho- 
analyst, was insured under the policy. 
His office secretary requested him to 
persuade her husband to go to a 
sanatorium for treatment of a mental 
condition. Insured did as requested, 
asking the husband to go voluntarily 
or allow others to take him to the 
sanatorium. 

Subsequently, insured was sued by 
the husband in St. Louis circuit court. 
Insured was charged with assault in 
placing the husband in an institution 
for the mentally ill. Another doctor, 
an ambulance service operator and 
the sanatorium were joined as defend- 
ants. 

Insured called upon insurer for de- 
fense of the suit. The insurer refused, 
and insured subsequently settled the 
case with the husband. Insured then 
sought summary judgment in the dis- 
trict court for recovery of all ex- 
penses incidental to the settlement 
and attorneys’ fees. The insurer like- 
wise sought summary judgment. 


Court Comments 


The insurer contended that since 
insured merely acted at the request 
of his secretary, no doctor-patient re- 
lationship existed. The insurer intro- 
duced in evidence a _ statement in 
which the doctor admitted that the 
husband was not his patient. 

The court noted that provisions in a 
policy are invalid where they attempt 
to exempt the company from risk on 
account of conditions which the in- 
surer knows about and which, if given 
effect, make the policy inoperative 
at inception. “How can an insurer of- 














UNDERWRITERS SERVICE COMPANY 


Dependable Risk Inspections Since 1944 

















Lee Hippard — President — Skokie, IIL. 
Wally Wilson —Vice Pres. — Chicago 
Chuck Myers — Vice Pres. — New York 





Branch Offices: CHICAGO, NEW YORK, DETROIT, IRVINGTON, 
N. J., PHILADELPHIA, CLEVELAND, INDIANAPOLIS, 


MILWAUKEE, DALLAS. 


Home Office: 4400 Oakton St., Skokie, Ill. 














XUM 


fer a policy to protect insured from 
damages for malpractice (including 
assault) in one breath and then in 
the other breath exempt assaults?” 
the court inquired. It also noted that 
an insurer should not receive a prem- 
ium for a malpractice policy and then 
exclude the very thing for which it 
took the fee. 

In denying both the insurer’s and 
insured’s motion for summary judg- 
ment, the court said their cases must 
await the ultimate question of facts 
to be determined from all circum- 
stances surrounding the incident in 
litigation. These included the physi- 
cian-patient relationship; whether the 
insured’s acts were within the realm 
of psychiatry; the intent of the policy, 
and the duty of the insurer to defend 
and the added duty to respond in 
damages. 

Kenneth Teasdale and Walter M. 
Clark of St. Louis appeared for Dr. 
Sommer, and Moser, Marsalek, Car- 
penter, Cleary, Jaeckel & Hamilton of 
St. Louis for New Amsterdam. 

The Cincinnati office of Maryland 
Casualty is now located in Rooms 
916-27, Union Central Life Building. 





with 
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New Handbook Of 
Michigan Published 


A new Underwriters Handbook of 
Michigan has just been published 
by the National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies, 
companies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Michi- 
gan handbook may be obtained from 
the National Underwriter Company 
at 420 East Fourth Street, Cincinnati 
2, Ohio. Price $12.50 each 











American Mutual Fire 
Names Metzger At HO 


Marvin W. Metzger has joined 
American Mutual Fire of Charleston, ° 
S. C., as manager of the underwriting 
department. Mr. Metzger has been as- 
sistant manager of Farm Bureau Mu- 
tual of Michigan, having joined that 
company in 1955. Most of his experi- 
ence has been in the automobile cas- 
ualty underwriting field. 
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ends the equality of the sexes 
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Life for less... 





Crown Select Ordinary Life ($10,000 Minimum) Annual Deposit per $1,000 








Age 25 Age 35 Age 45 Age 55 
Male $16.02 $21.69 $31.51 $48.41 
Female 15.32 20.39 29.26 44.51 


P/S plus $7.50 annually per policy for handling and servicing regardless of size. 
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TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 


Look at these modern underwriting rules 
Single women Non-medical to age 40 
—$15,000 

Married women Non-medical to age 40 
—$5,000 

Standard rates up to seven months 
pregnancy 
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IF ITS HAZARDOUS OR 
UNUSUAL .... if it’s a risk 


that is difficult to place... 
look to Homer Bray Service, 
Inc. Here you'll find unbeat- 
able market facilities and 
maximum-strength coverages 


for almost every risk classi- 
fication. 

It’s no wonder that more 
and more producers are turn- 
ing to the ‘tin depth”’ facilities 
of Homer Bray Service for 
profitable placement of every 
type of unusual risk . . . for 
more information, contact 
your Bray office today! 


HOMER BRAY SERVICE. ING. 


CENTRAL CASUALTY COMPANY 
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WaAbash 2-7681 





Chicago 4, Ill. 
Cable - Sadlerco 


TWX CG 1659 


Research Shows Insurance Marketing 
And Products Are 30 Years Behind 


(CONTINUED FROM PAGE 2) 


who are sold are passive about the 
subject and about what they have 
purchased. 

The image of the agent as a pro- 
fessional adviser and not a salesman 
must be created, Mr. Gilman declared, 
even though his company does not 
write some of the policies the prospect 
needs. 

Today, he said, the agent seems a 
very limited personality to the buyer. 
He represents one fire company, or 
one automobile insurer or one life in- 
surer. He should function more as a 
broker. He should recommend what the 
client needs as a fully insured entity— 
even if he can’t deliver it all himself. 

This is what the consumer wants, 
He wants to buy in one package, in 
one place. He wants to deal with one 
individual. This will drive many peo- 
ple into the arms of brokers, Mr. Gil- 
man said, or it can result in a new 
role for the companies and_ their 
agents. Perhaps a group of insurers 
could establish a central unit where a 
brokerage facility would prescribe in- 
surance on a counselling service basis. 

Amalgamation and merger of com- 
panies may be required, Mr. Gilman 
suggested. It is the way the consumer 
is going, and the companies will have 
to go in that direction or fall by the 
wayside. 

The insurance business has been 
successful over the years by intuition, 
by education and by experience. But 
in the last generation or so the con- 
sumer has developed faster than the 
business. The companies are going to 
have to run faster than they are today 
to keep even—and they are going to 
have to run like the devil to get ahead, 
he declared. 

In introducing his topic, consumer 
attitudes toward insurers, Mr. Gilman 
noted that the study of behavior pat- 
terns has moved out of the laboratories 
and universities into business and in- 
dustry—into the market place. It has 
been clearly shown that illogic, irra- 
tionality and lack of intelligence in- 
fluence people in their decisions and 
actions as much as logic, reason and 
intelligence. Consequently, it is impor- 
tant to find out what motivates them. 
This need has caused market research 
of this kind to develop into a flourish- 
ing business. 

Basically, man is given to the quest 
(1) of sustenance, which includes 
food, clothing and shelter; and (2) of 
recognition or status, which is very 
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important in the marketing of ingy. 
ance, though it is being overlook 
almost entirely by that business. lh. 
stead of talking about the cons 
companies talk about how wonderfy 
they are, the number of water Coolers 
they have, their size and age, and hoy 
rapidly they pay their claims. 
Another quest of man is (3) sex, 
which is a quite important Motivating 


factor, not only as a physical matter § 


but also throughout the whole area ¢ 
sensual perception. Man also seeks (4) 
security, not in the limited sense 9 
an insurance policy but broadly, as, 
need of the individual to fit himsey 
into his society and perform a needeq 
function. 


People Shade The Truth 


Direct questions will not reveal how 
people are motivated by these factors 
Mr. Gilman said, because when persons 
are asked a logical question they give 
a logical answer, “which is stupid’ 


Egoistically, the person has to appear} 


rational, intelligent and logical. His 
interest is in himself and how to get 
off the spot where the question has 
placed him. This ego-enhancing factor 
causes people to shade the truth. 

The investigator has to use diagnos. 
tic analytical techniques in the market 
place, he advised. Insurance is an in- 
tangible product. It has no smell, feel, 
weight. It can’t be ridden, lived in, or 
used to wash with. It is meaningless 
unless it is presented in an emotional 
package. 

He said his firm has discovered that 
insurance is, however, a product like 
any other. If the business is to be 
successful in marketing it, that prod- 
uct must meet the needs and expecta- 
tions of the buyer. It must also meet 
the social and economic climate of the 
times. 

His studies indicate also that insur 
ance is a product of yesterday. It is 
oriented to the past at a time when 
the buyer demands a product of today 
with a promise of tomorrow in it 
Even with the improvements that have 
been made in the insurance product 
recently, including packages, and even 


with those improvements companies | 


have in the planning stage, the product 
still reflects the concepts of yesterday. 

There is a crying need for the kind 
of approach to an insurance product 
which will interpret the major devel- 
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ents of western society, he de- 
- One is that man is beginning 
"realize that the satisfaction of phy- 
al needs is not enough. Products 
yst have a functional use. But there 
also psychological needs they must 
et because people buy on the basis 
f their dreams and hopes as well as 
ir functional needs. 
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» pay. But the results of this pro- 
edure are very far from perfect, Mr. 
ciiman noted. A statistical measure- 
ent of the market deals with only 
ine phase of the matter and over- 
looks entirely the prospect’s psycholog- 
cal need. 

For example, he said, it has been 
early shown that there are a certain 
jumber of natural prospects for $50,- 
D0 of straight life insurance. Yet the 
pombined efforts of all the life insur- 
ce companies and agents of the 
untry has left 53% of this number 
ntouched and of the other 47%, most 
ave purchased insurance ranging 
m $2,000 to $5,000. 


Forms No Better 





The record is no better in property 
pnd liability insurance, Mr. Gilman 
pointed out. Only 18% of households 
rary theft insurance in the face of 
rapidly mounting losses from _ this 
bause. Five per cent of families have 
mo insurance of any kind. 
Men are beginning to realize that 
reporting the facts of any market 
potential vastly inflates the possibili- 
ties of it except for basic necessities. 
The insurance business needs to 
apply a third measure which is not 
reflected in any statistical data. This 
is he said, the psychological index, or 
the emotional rapport of the individual 
with society. The index can be ex- 
pressed in the individual’s reaction to 
products, and in his reaction to a new 
product which comes along to replace 
fs product. 

This is not, Mr. Gilman believes, 
economic waste but modernization of 
product to keep ahead of the con- 





Insurance Teachers To 
Publish Membership Data 


A special committee to assemble 
data on members of American Assn. 
of University Teachers of Insurance 
jhas been formed. The committee plans 
to either publish a dossier on each 
member in a forthcoming issue of 
the Journal of Insurance, published by 
the association, or to publish it se- 
parately. Target date for assembly of 
the data ready for publication is late 
December. 

The committee, under the chair- 
manship of Jack C. Keir, American 
College, already has sent members an 
information form. 

Other members of the committee 
ae Oscar R. Goodman, University of 
California at Berkeley; Harold C. 
University of Kansas, and 
Jonas E. Mittelman, San Francisco 
State College. 


Pet Coverage Offered 


life insurance on family pets is be 
offered by Leo B. Menner & Co., Lloyds 
‘presentatives at Chicago. The firm 
estimates that one out of five families 
Wn a pet, and insurance against death 
Natural causes or accident is 


Pm at approximately $12.50 per 


W to $5,000 following veterinarian 








€xamination, 


Policies may be written in amounts - 


sumer instead of allowing it to fall 
behind the consumer. 

By talking with consumers in what 
he termed “a living room atmosphere,” 
the psychologically trained interviewer 
can find out what the individual thinks 
of insurance—and has done so. The 
individual says that insurance com- 
panies don’t solve his problem—they 
are just trying to sell him something 
without understanding his problem. 


Understand Self Interest 


The only way to reach this indivi- 
dual is for the company’s product and 
the agents who merchandise it to 
understand his self interest as a con- 
sumer, Mr. Gilman stated. With pres- 
ent methods, the companies and their 
agents may be building a wall between 
him and their product. The business 
needs to go into the market place and 
take the temperature of the moral, 
social and cultural climate, and the 
changes it is undergoing. 

It has been found that consumers 
firmly believe the insurance companies 
haven’t changed in 30 years. They cite 
new forms of living and government 
that have been developing in that 
period to illustrate their point. People 
are receptive; they will listen to what 
the business can do for them, if the 


message is oriented away from the 
company and the agent toward the 
buyer. 


Can Be Most Salable Product 


Insurance can be the most salable 
of all products, he believes. But it is 
not enough to offer more per policy. 
The need is to sell not only protection 
but a way of life as well. Yet precious 
little is being done by the business to 
predispose people to think favorably 
of insurance. 

One of the things Mr. Gilman’s firm 
has found in its studies is the impor- 
tance of providing the consumer with 
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a mental rehearsal of purchase before 
he buys a product. The mental rehear- 
sal for purchase is important in insur- 
ance but must be done in a new and 
different form that is psychologically 
acceptable. Mental rehearsal for the 
purchase of a washing machine, house, 
automobile or bar of soap is a promise 
which can be redeemed. The buyer 
can use it and take pleasure and satis- 
faction from his purchase. But the 
insurance purchase can be redeemed 
only in moments of disaster. Therefore, 
a new frame of reference must be 
developed. 

The effort is to sell a specific insur- 
ance or a specific company when the 
consumer is not yet ready to buy be- 
cause he doesn’t understand -what 
insurance does or can do for him, Mr. 
Gilman declared. For the consuming 
public generally, except for a few 
giants, there is no distinction between 
one company and another. Companies 
must develop individual personalities. 
Companies have them. Either they 
have a personality they create, or, 
negatively, they have what the public 
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thinks of them, which may be nothing 
at all. Almost all insurers are faceless 
entities to the insurance user. 

He cautioned the companies that 
page after page of insurance advertis- 
ing in Life magazine, for example, is 
not going to solve the problem. For 
however valuable a theme may be, the 
fact that two or three companies are 
using it in a similar way causes con- 
sumer confusion. It produces in the 
consumer a feeling of saturation but 
no clear picture of what any individual 
company has to offer. He is left, Mr. 
Gilman said, with “a misery of choice.” 


Difference Is Not Answer 


But being different alone is not the 
answer. The ad that strays too far 
from the need of the consumer will 
not sell insurance even if it is differ- 
ent. 

The business needs to create for the 
consumer a favorable image of the 
company, agent and product which 
will make it pleasant for him to think 
of and not unpleasant to make the 
decision to buy. 
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BOSTON’S Modern Local “Home Office” 


Youthful, progressive 

~ Management of Boston 

_ Insurance Group’s 
organization assures 
local independent 
Insurance Agents of 
cooperative, energetic 
support in achieving 

_ their growth goals. 
Decentralized “Home 
Offices” are strategically- 
located, and staffed and 
authorized to render all 
decisions affecting Agents 
and their clients. 


lf you seek greater 
‘development opportunities, 
you can rely on Boston's 
alert modern organization... 
efficient sales program... 
complete portfolio of coverages 
(Fire, Inland Marine, Ocean Marine, 
Casualty, Surety and related coverages) 
... Close liaison and fast claims service 
... and established reputation in the 
finest New England tradition to help 
you realize these opportunities faster. 
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If Producers Dislike 
Unilateral Contract, 
Get Bilateral: Ort 


George H. Ort, executive vice-presi- 
dent of Insurance Brokers Assn. of 
New York state and editor of its pub- 
lication, Insurance Broker-Age, sug- 
gests in the October issue that if 
agents and brokers don’t like unilater- 
al changes in commissions by insurers, 
the producers ought to devise bilateral 
contracts that do what they want them 
to do. 

They should not, he states, resort 
to legislation as some of them have 
been attempting to do in New York. 

He says, in part: 

“An amazing fact in the sometimes 
violent and never-ending warfare over 
the preservation of the right to con- 
tract freely on commissions is that 
few producers have contracts that 
really bind a company. 

“The contracts, by and large, do not 
even bind the company to negotiate 
with the agent if it desires to change 
the rate of commission it will pay 
him. What they do, at most, is obligate 
the company to notify the agent that 
they are changing the rates of com- 
mission, and that leaves the next step 
up to him.” 


Company Has Right To Alter 


Most agency contracts simply pro- 
vide that the agent will be paid com- 
missions based on an announced cur- 
rent scale, but the right to alter that 
scale and make a different one current 
remains with the company. 

“Of course, the agent, if the com- 
pany exercises that right adversely to 
the agent, has in turn the right to 
terminate the contract, or to do noth- 
ing, which constitutes an acceptance 
of the change, or to enter into negotia- 
tions to constitute himself an exception 
to the action taken by the company 
in declaring a new scale.” 

Mr. Ort notes that last year’s Bar- 
rett-Russo bill, which passed the New 
York legislature and was vetoed, said, 
in effect, “The superintendent of in- 
surance, the custodian of the public 
interest in insurance, must not permit 
a company which has agents, to pay 
them less than is fair and reasonable.” 
To most agents who supported this 
measure “fair and reasonable” meant 
“what I have been getting, because 
no less than that can be fair and 
reasonable, since I am not getting 
wildly rich without effort.” To most 
companies, the bill meant an overlord 
dictating their internal affairs. This 
could mean at most a minimum wage, 
at worse “a misused power of govern- 
ment over competitive business men. 

“This year a new approach is being 
suggested by the same persons who 
sponsored last year’s Barrett-Russo 
bill. This approach is to make it law 
that a company cannot make or pro- 
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Ill. Lloyds Brokers 
Assns. Elect Officers 


Directors of Assn. of Lloyds Bro, 
of Iltinois have elected Camm, 
Brown, George F. Brown & g& 
chairman for the ensuing year, 4 
Seaholm, Bowes & Co., is Vice~chai, pme 
man; William S. Haines, Safety pent 
Claims Service, secretary, and Net!’ 
man Freeman, Rollins Burdick Hypipotst4 
Co., treasurer. nec tid 

The newly elected directors are R ;peals 
Clements, Marsh & McLennan; Leg§ Hee 
H. Cook, Leslie H. Cook Inc, gapiadi 
John E. Irland, John E. Irland & ¢, 

Directors of Lloyds Surplus - 
Brokers Assn., meeting the same dy» 
elected A. T. Seaholm, chairman Age 
Cameron Brown, vice-chairman. Fire’ 

i marin 
Schiff, Terhune Promotes | finer: 

Frederick P. Wolf, vice-president jg °4 
charge of the fire department of Schjs#ro™ , 
Terhune & Co., New York brokers, hapt Ri 
been named a director. He has bee t Or! 
with the firm 42 years. pinia 

William A. Olson who has beep ; 
the marine department for the patti 
year was named account executive, Rg 
was formerly an _ underwriter wif pad s 
Aetna Casualty. perier 


Aetna Casualty Promotes MeNiff \Atla 
Francis J. McNiff assistant mana 

er, has been promoted to associ 
manager of the New York claim def Gol 
partment of Aetna Casualty. He joineiwrite 
the company in 1934 at New YorkW. Y. 
serving as foreign claim supervisorbuper 
and was later transferred to iF 

dence, R. I. as_ superintendent «bial a 
claims. He returned to New York ip 
1957. 
























—that are bilateral as to commissions? 
Would a company which was obligated Be 
to continue to pay a specified rate o Adju 
commission unless it, the companyfouy 
elected to terminate the contract, bebao, 
unilateral in its commission actions}, | 
There is nothing wrong with the righ or 
of private contract. Is there anything 
wrong with its use?” 








Useful to you 
and your clients... 


ANY BROKERS and agents use our 
brochure, “Appraisal Procedure, 
in discussions with their clients. It 


There’s nothing supernatural about some underwriters 





: ‘ 2 i pose a rate based upon what it intends lains the step-by-step procedure fol- 
consistently coming up with better loss ratios than others. to pay its agents, if it intends to pay cel te onl fax Bens P appraisals of 

Training and experience make a difference. But even less or more than it did before.” industrial, commercial and institutional 
more important is what they can see before properties. 


Indeterminate Time Lag “Appraisal Procedure” also answers 


” the many and frequent questions about [~ 
He observed the end result is to appraisals your clients may have. 


create a lag of indeterminate duration Our booklet, “What The Businessman 
between the increasing of an expense Should Know About Fire Insurance” 
or the effecting of a saving by or to (100 pages of valuable information) 
the seller, and the passing on of that will also be appreciated by your clients. 
expense or saving to the buyer. A supply of these brochures 
“Brokers and agents have been de- booklets is available to you without 
ploring, for several years, the unilater- cost or obligation. Write Dept. NU. 
al acts of companies, relating to com- 
mission scales. Yet they persist, in THE LLOYD-THOMAS co. 
their contract structure, in fostering | Recognised Appraisal Authorities 
conditions under which unilateral acts 4411 Ravenswood Ave., Chicago 40, Ill. 
are not only legal statutorily, but are Offices Coast to Coast. 
provided for contractually. -| First for Factual Appraisals Since 1910 
“Wouldn’t it be a lot simpler to have — 
contracts—private contracts, of course 


making their prognostications. 

That’s why underwriters helped by the eyes of under- 
writing—SANBORN MAPS—have saved their companies 
millions of dollars during the past few years. 

If you’re interested in the facts and figures that 
prove it, ask your nearest Sanborn office for details. 








SANBORN MAP COMPANY 


HOME OFFICE: 629 FIFTH AVE., PELHAM, N. Y. 
NEW YORK: 85 JOHN ST. * CHICAGO: 220 S. STATE ST. 
SAN FRANCISCO: 530 WASHINGTON ST. 
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Ss 

sers prganized In Ala. 

oyds Brop,.§ fri-State Underwriters, organized at 

Came Montgomery. Ala., as a managing gen- 

mn & & agency, will write fire, casualty 

- year. A sig allied lines, including the new 

S Vice~chai meowners policy for Alabama. Presi- 

5, Safety Lat is William S. Hoit. He was for- 

7, and verl¥ Alabama state agent of Crum & 

‘dick Hyndposter and was with Alabama In- 
"T ction & Rating Bureau for five 

nol Le ‘Meadquarters of the agency is 513 

k Inc, ggpladison Avenue, Montgomery. 

rland & at 

urplus Lifynd Appoints Two 

e A; 

airman afagents In South 

rman. Fireman’s Fund has appointed two 

marine agents, one in Florida and the 

notes — finer in Virginia. 

President jf Charles L. Klecka is transferred 

nt of Schisftom his post as marine special agent 

brokers, } t Richmond to marine state agent 

fe has bat Orlando. He had been in the Vir- 

sinia field for several years. 

has been j ' George Ritzel is named marine spe- 

or the pial agent for the Virginia territory, 

ecutive. pyreplacing Mr. Klecka. Mr. Ritzel has 


writer wigpad several years of underwriting ex- 
perience. 





s McNift Atlantic Mutual Names 


ant ™Mohr, Finn At Columbus 


tO associat 
Gordon W. Mohr, casualty under- 
y. He joinedwriter of Atlantic Mutual at Syracuse, 
_Y., has been promoted to casualty 
Supervisorkupervisor at Columbus, O. Thomas F. 
1 to Proviffinn has joined the company as spe- 




























sios!{Unsupervised Adjustments 
as obligatei] Ben M. Butler, president General 
fied rate ol Adjustment Bureau, told a meeting of 
 Compaliiwuthern Loss Assn. at Atlanta that 
ontrack loose or unsupervised adjustments 
on actions'ire a luxury that can no longer be 
lorded.” 

United and untiring vigilance, he 
id, is called for to restore profitable 
perience which is so essential. Mr. 
er warned that recent disastrous 
experience shows that it is im- 
ble for underwriter, agent or 
man to ignore the claim picture. 


arn W. Va. Agents On Tax 


About 8,000 licensed agents in West 
imginia have been sent reminders 
many of them are liable for pay- 
it of the state’s gross sales tax. 
Jonald C. Carman, state tax commis- 
loner, said that agents directly em- 
loyed by a company are not liable 
ut those who write for various com- 
es on a commission arrangement 
Subject to tax under the service 
iness category. 

rocedure,” | The rate on service businesses is 
nts. It ex: 81.05 per $100 of gross business, less a 
deduction. The deduction means 
t approximately the first $5,000 of 
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Four Auto Merit Plans 
Approved In Conn.; 
Agents Ask For More 


Commissioner Premo of Connecticut 
has approved new merit rated auto- 
mobile plans of Springfield F.&M., 
Vigilant (Chubb & Son), Employers 
Liability and Nationwide Mutual, ef- 
fective Nov. 16. 

Savings for the safe driver range 
from 20% to 30%. Surcharges for 
drivers with poor records can run as 
high as several hundred percent. 

All the plans require insured to fill 
out an application, and Commissioner 
Premo urged them to “completely and 
accurately answer all of the questions 
in the application” to avoid any dis- 
pute in the event of a claim. 

Generally, premiums for the first 
term will be based on the driver’s 
record during a fixed period prior to 
the date of application. However, 
Springfield F.&M. will base its rate on 
the combined driving records of all 
operators of the insured vehicle. 

The plans provide for revision of 
premium, subject to continuing record 
of the driver or drivers. 


Agents’ Assn. Reacts 


In addition to association efforts at 
the state level, Connecticut Assn. of 
Insurance Agents’ suggested that 
members write to their own compa- 
nies urging them to file new auto- 
mobile plans. This was the subject of 
a resolution at the association’s an- 
nual convention recently. It recom- 
mends that agents compare plans 
rather than offer the first policy that 
becomes available. 

The association informed its mem- 
bers that the Springfield F.&M. and 
Vigilant plans exclude coverage 
against “family suits”; medical pay- 
ments is excess on the Springfield 
policy, and pro rated with the other 
auto medical coverage in the Vigilant 
policy. 

Employers Liability, the agents 
were informed, is the only plan using 
the present policy contract, and their 
credits are based on points accumu- 
lated through accidents and/or viola- 
tions. 

The association recommended to its 
members that they secure the publi- 
cation “Automobile Insurance Plans” 
from The National Underwriter Co., 
420 E. Fourth Street, Cincinnati 2, 
Ohio. The booklet is priced at $3 per 
copy. 


National Fire ‘Has 


Christmas Bonus 


A Christmas bonus is set for em- 
ployes of National Fire. The board au- 
thorized payment on or before Dec. 
10 of one-half of one month’s salary, 
subject to a maximum limit, to each 
salaried employe employed prior to 
last Jan. 1. The plan also provides 





stitutional ; : for other employes according to length 
ual gross income is exempt. of service. 
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- Sell the PLUS PROTECTION 
of Employers Mutual... 


Protection = 
in action /’ 
EVERYWHERE! / 
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* 
* 
Prompt, efficient claim service— x * 
nationwide, plus * x * is 
Canada and Alaska. * ex * * 


Branch offices coast to coast. 
Bonds, Fire, Marine and Casualty * 
including Workmen's Compensation 


a 
A NATIONAL INSTITUTION 


MUTUAL CASUALTY COMPANY 
DES MOINES 7, IOWA 


American Agency System 100%, . . . Assets Over $48 Million 
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Explores Possibility 
Of Insuring Driver 
Rather Than The Car 


(CONTINUED FROM PAGE 16) 
ination of the omnibus provision would 
help and would accordingly be a happy 
return to the insurance principle. 

There are possibly other advantages, 
but I suspect that these are the ones 
underwriters have in mind when they 
talk about the idea of insuring the 
driver. Let us hope that there is a 
willingness to consider such ideas as 
these. Perhaps, if there is, it arises 
out of a growing feeling that the 
knocks taken by the industry in the 
past few years are not just another 
cycle, that what is needed is not just 
improved underwriting control (which 
adoption of driver coverage would 
bring), but a sounder technical and 
administrative base for the improve- 
ment of insurance service, which also 
would in part be provided by adoption. 

Against these advantages, there is 
the one disadvantage, as noted—the 
states’ control problems under safety 
responsibility acts, and I’ll not profess 


HieNATIONAL UNDERWRITER 


to know the answer. Possibly it is 
unrealistic to suggest that the control 
problem here is not different in kind 
or importance from the control prob- 
lem in regard to drivers’ licenses. 

Certainly, when the requirements 
of the safety responsibility acts are 
not met, lifting of the auto license 
plates would seem to be an expedi- 
tious and conclusive way of eliminat- 
ing “irresponsibility,” and the pre- 
sumption seems to be that legislators 
would not take kindly to giving up 
this control. With adoption of named 
drivers’ coverage, the responsibility 
provided by insurance would follow 
the person rather than the car, and 
the control problem would be with 
the driver’s license rather than with 
the auto license. It can only be pointed 
out that, just as revocation of a driv- 
er’s license does not prevent that per- 
son from driving, neither does absence 
of insurance or picking up a particular 
auto’s license plates prevent a person 
from driving. Perhaps the problem can 
be solved. It is not likely that the 
problems which beset the auto insur- 
ance business will be solved unless 
there is everywhere a willingness to 
stand up and talk them out. 
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How do Your Policies Measure Up? 














In the event of a large or total loss, would your 


assureds have enough to cover the replacement costs? 


If not, who would be at fault? 


Make sure the folks who are counting on 


your good judgement are... 


INSURED TO VALUE 
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Problems Of Aged 
Are Interrelated 
Follmann Tells AMA 


(CONTINUED FROM PAGE 9) 


agement Assn. at its fall insurance 
conference in Chicago. 

Some of these problems include ad- 
justing to aging and retirement, hous- 
ing, employment, adverse affect of 
inflation, medical and personal care 
needs, and the means by which this 
medical care is financed, he said. 


According to an estimate by Na- 
tional Opinion Research Center in 
1957, some 39% of non-institutional- 
ized persons aged 65 and over have 
some form of voluntary health insur- 
ance. However, Mr. Follmann noted, as 
the country becomes increasingly cog- 
nizant of the importance of health 
insurance protection in the later years, 
this figure should rise rapidly. He 
predicted it would be 60% by year- 
end; 65% by the end of 1960 and 80% 
by 1965. 


The insurance industry should re- 
main aware of the need to find the 
best possible ways to insure this group 
of older people. They should continue to 
find means for broadening the base of 
existing insurance, remain alert to 
providing benefits the nature and 
scope of which are suitable to the 
needs involved, and continue “to strive 
toward insurance mechanisms which 
take cognizance of the economic status 
of the aged,’ Mr. Follmann stated. 


An ultimate objective should be to 
insure that the years which have been 
added to a person’s life through mor- 
tality reduction are not spent in 
chronic invalidism. This objective calls 
for a greater development of preven- 
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tive health measures, early deten 
and treatment of chronic disease, : C 
creation or expansion of special] faci 
ties and services designed to meg, 
health problems of the aged, ang . 
circulation of health educationg] , 
formation, Mr. Follmann said. 

It is no secret that Congress ,, 
before it legislation which woulg = 
vide certain kinds and amount , 
medical care for OASDI beneficja: 
the speaker noted. This legislation ; s 
based on the unsound assumption spill 
most of the aged are not able tp; 
nance their health care costs. It oy 
looks the fact that voluntary heyy 
insurers are meeting the demand » 
that this is the most flexible means 
responding to the changing needs 
older people. 

There is little doubt in the mip 
of many that such legislation wy 
eventually destroy voluntary hea 
insurance and lead to an all-inclyg 
compulsory health service. Insurayg 
and other industries must accept 
challenge, Mr. Follmann asserted, 


Will Relieve Tax Structure 


The successful acceptance of 
challenge will relieve the governme 
and the tax structure from the necds 
sity of providing medical care fo 
large segment of the citizenry. In ty 
it can avoid the unnecessarily hig 
utilization of medical services and ¢ 
decreased standards of service whi 
are corollary to government schema 
It can preserve the freedom which }; 
been traditional to medical practice; 
this country and keep the way op 
for flexibility and progress. It ¢ 
serve as an indication that in the J, 
voluntary initiative and means ¢ 
possess the vitality and capability ing 
coming to grips with social problem 
Mr. Follmann concluded. 
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Companies Urge More Agency Planning 


the detail, technical work and of the 
younger man to do production and 
development work has proved to be 
an ideal arrangement, although, Mr. 
Van Brunt said, on first meeting with 


er 20, i mber 20, 1959 
CLY dete 
disease, 
ver facil (CONTINUED FROM PAGE 22) 
ged, pe tg... and also the possibility of incom- 
1cational patibility based on the class of busi- 
aid. , areas of operation, and basic 
“ongress 5 ynowledge which each may have. 
1 would . However, Mr. Van Brunt reported 





that many mergers which on initial 
consideration appeared to have little 
ibility of being formed became 
highly successful. One such case was 
where the principals were a man in 
his early 50’s and one in his late 20’s, 
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ntary hese older man being the technician 
demand ‘Jand the younger being a contact and 
ble means, production man. Both had _associa- 
ing needs tions in their own groups which were 
complementary. 
n the ming The ability of the older man to do 
wre radGeneral Of Seattle Names 
all-inclusi4 To Underwriting Posts 
* - Tnsurang General of Seattle has appointed 
© accept thidonrad G. Heinrich commercial fire 
sserted. and marine underwriter and has made 
“e three commercial auto and casualty 
underwriting assignments. Robert C. 
ance of tiithunder becomes underwriting super- 
* Zovernmesiyisor at the metropolitan service of- 
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fice, William Fleming chief under- 
writer in the northwest division and 
Charles F. Kletsch underwriter at 
Portland. 

Mr. Heinrich joined the company in 
1952 and went with American in 1958, 
returning to General last July. Mr. 
Thunder joined the company in 1952 
as commercial auto and casualty un- 
derwriter. Mr. Fleming, with the com- 
pny 13 years, was commercial auto 
ad casualty underwriting supervisor, 
and Mr. Kletsch was in the underwrit- 
ing department of the northwest divi- 
sion, ha ing joined General in 1955. 


the two principals, one would wonder 
how these two individuals could have 
ever formed and developed such a 
fine agency. 

The speaker next examined the po- 
sition of a one man agency principal 
seeking a younger man to join his or- 
ganization and grow with it. He said 
that for a young man to do most good 
for the producer of near 50 or over, he 
should be at least one generation 
younger than the principal. 

Further, the newcomer should have 
the determination and drive to accept 
the challenge to come in and make 
the effort to eventually take over. If 
he is not currently licensed he should 
study the details and technicalities of 
the business to qualify for an agent’s 
license. 

Promising young men, Mr. Van 
Brunt indicated, may be found in other 
businesses, just graduating from 
schools, or even among insurance com- 
pany personnel. 

He stressed that the agency prin- 
cipal must be prepared to sacrifice 
financially. The individual must make 
the package attractive enough finan- 
cially and ownership-wise so that the 
young man will know that everything 
he is doing is in his own interest as 
well as that of the principal. 


Review All Accounts 


The principal and the newcomer 
should review every account in the 
files and the new associate should be 
























ful, 


STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 


justifies the confidence of the 
assured. 

Yes, at Leslie H. Cook, Inc. 
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clients demands. 
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introduced to all the principal’s old 
friends and clients. Mr. Van Brunt told 
the one man agent: “The fact that you 
have been living with these accounts 
for so long might place you in the po- 
sition where you could not see the 
woods for the trees.” He stated that 
there is a 50% increase in premium 
volume for any agency, sitting in the 
files, without one new account. 


also have ideas for reducing costs of 
the internal operation, picked up prior 
to joining the organization. “The 
untapped source of new production is 
in his generation where he speaks the 
language and understands problems 
the older man could not possibly tackle 
and develop.” 

Mr. Van Brunt suggested that the 
young man who joins the one man 
agency, if he is the right man for the 
association, will, within six months to 
a year, relieve the older man to the 
extent that the latter can re-develop 
those clients in his own generation. 


Richmond Adjuster Saves 
*200,000 Loss With 
Airkem Smoke Odor Service 


New Man May Have Ideas 


Review of those files by a new as- 
sociate might bring up ideas for new 
development. The younger man may 





A fire next door to an important 
men’s shop in Richmond, Virginia 
might have caused a loss of 
$200,000. But quick action on the 
part of Adjuster P. L. Faison of Siebert Company, Inc. and Airkem 
Smoke Odor Service saved the insuring companies thousands of dollars. 





Mr. Faison arrived on the scene before the blaze was brought under 
control. Examination revealed no damage to the shop, but the $200,000 
inventory of clothing smelled strongly of smoke. Airkem’s Richmond 
office was called and a few minutes later their Smoke Odor Service 
representatives were on the job. 


Airkem S.O.S. men worked throughout the night. By morning not a 
trace of smoke odor could be found. However, because of the size of 
the potential loss, a firm of chemists was called in to make an analysis. 
‘hey reported no smoke odor present in the merchandise. This effec- 
tiveness has been confirmed by other authoritative laboratory tests 2=- 
the experiences of the insurance industry. 


This type of quick, permanent odor removal is performed daily by 
Airkem’s international service organization. Whether the property is 
contaminated with smoke or other odors, whether it is durable goods 
or packaged products, the Airkem odor control experts perform an in- 
valuable service. Write for a bulle- 
tin describing their services and for 
a directory of the 200 local repre- 
sentatives of this international 
service. 
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AIRKEM, INC. 
241 East 44th Street, New York 17, N.Y. 
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AGENT-MINDED PIONEERS 
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the booklet, “This Is The Saint Paul.” Available now, at no cost, it is 


an invaluable guide to a stronger, growing agency. Write for it. 
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Urges Putting Jobs On Own Wage Level] 


(CONTINUED FROM 
dictating machines are used. The mod- 


ern agent rightly feels that most of 
his time should be devoted to outside 
sales work, and one of the soundest 
ways to gain additional time for sell- 
ing is to use a dictating machine. Dic- 
tating to a secretary wastes a good 
deal of time for her and the agent, 
time saved with a dictating machine. 

Centralization with dictating ma- 
chine equipment results in a definite 
savings in operating costs, he stated. 
Time studies made in more than 500 
offices showed that centralized dic- 
tating machines saved 37% over de- 
centralized shorthand in the release of 
personnel, office space and equipment. 
A logical and economical arrangement 
in most offices is to set up a steno- 
graphic pool responsible for typing all 
policies or endorsements and for trans- 
cribing all correspondence. Such a 
pool may consist of as few as two 
typists in small offices, depending on 
the work load, but in any case the 
principle of operation will be found 
demonstrably effective. 
Central Dictation 

A number 


of larger agencies are 


| now implementing their stenographic 


pools with a novel type of dictating 
equipment. Instead of the convention- 
al dictating machine, an instrument 
resembling a telephone is employed 
by each of the agency principals. As 


| each letter is dictated into this instru- 


ment, it is recorded on a master unit 
located in the central stenographic 
department and the letters are trans- 
cribed on the basis of first come, first 


| served. The initial cost of each tele- 


phone dictator is said to be consider- 
ably less than that of the usual dic- 
tating machine. 

These same ideas can be successful- 
ly put into effect in the relatively 
small office, Mr. Beling stressed. If 
there is not enough work for a full 
time file clerk, one girl can be made 
primarily responsible for all filing and 
filing operations, to which any of her 
other duties would be subordinate. The 
typist might be able to copy all policies 


| and transcribe correspondence, to re- 
| lieve experienced personnel for more 


important duties. 
An approach to this problem is 


| through a job analysis form to be 


completed by each member of the 
staff, outlining in detail all duties 
performed and the approximate 


| amount of time spent on each type of 


work. A study of such forms is most 


| revealing and quite helpful in arrang- 


ing a more equable and economical 
distribution of duties and responsibil- 


ities. 


One Girl Office 


What about the one girl office? One 
girl does everything, or does she? 
Quite possibly the agent, consciously 
or otherwise, is handling a number of 
minor office details that might proper- 
ly be delegated to the one girl, to free 
him for more selling time. 

Many agents seem to feel it is im- 
perative that they open and review the 
mail every morning, Mr. Beling noted. 


| Yet most of the mail can be handled 
| quite as well and certainly at less cost 
| by a competent clerk. The agent can 


‘ with more work than she can handle 


plan his selling contacts to begin 
each day on leaving his home and 
postpone his appearance at the office 
until later in the day. A dictating 
machine is a natural for the small 
agencies, and a portable one provides 
greater flexibility. 

If the one girl finds herself saddled 
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alone, the agent might justify pj. 
another clerk since the value of gi"4 
time has been estimated at close ty a ™ 
an hour. Mr. 
True efficiency in an agency 4 §™ 
not depend on its operating gy§ 
alone, Mr. Beling said. The comp, 
parts of the work must be h 
people who are given the time ang, 
portunity to devote their indiyy 
talents fully to their assigned gy of 2 
without being bogged down by det, exp 
that can be handled just as adequaty hum 





tem| 


by others on a lower wage level, } “a 
secret of successful management jx Nat 
delegate, delegate, and then de} vs 


“BF belo 
com 










some more, he declared. 
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La. Stock Assn. Names b 
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F. Walter Schieman, Aetna Ca 
was elected president of Capital 
Fire Insurance Assn. of Louisiana thes 
the annual meeting in New Ore, of 
He succeeds John J. Gidiere, Rg eve 
Globe, who was named to the exp tion 
utive board. Arthur E. Triemer, Fin sti 
man’s Fund, was elected vice~preg ano 
dent, and Vernon Williams, Nor the 
British, secretary-treasurer. whi 

Named to the board were Parker aba 
Wiggins, Springfield F.&M.; Lg pro 
Beavers, American; Charles W. Blag 
stock, American Casualty; William } Thr 
Kirchem, Marquette Casualty; Johng 1 
Lawson, Hartson general agency; ag tive 
J. Roy Pfister, New York Underwi§ 1. 


Ml e 


ers. 2. 
— mal 

Chicago Insurance Brokers the 
will hold its annual dance at the Pell 3 
way Ballroom, Nov. 20. rati 
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(CONTINUED 
ifems are the most important for com- 
‘cigners to consider at this time. 
Mr. Kline replied that these are the 
najor areas of concern to one studying 
the all-industry laws. 

The main event of the first day was 
appearance of John R. Barry, who 
a 23-page statement at a fast 
and with a surprising minimum 
of ad lib. Mr. Barry made a point of 
explaining that he represents only 
himself and Corroon & Reynolds. His 
companies no longer belong to the 
ational Board, and in fact, he ex- 
ined the Corroon & Reynolds group 
telongs to no organization it is not 
compelled to belong to. 

Mr. Barry’s argument was _ that 
“ertain companies” have started a 
movement to undermine the rating 
organizations and use them in such a 
way as to obtain an improper advan- 
tage over bureau companies. “This 


Wi has now developed to a point where 


these companies are seeking to be free 
of all rate regulation, while urging 
even further restrictions on the func- 


exw tions and activities of rating organi- 


zations,” he charged. “In the further- 
ance of this program they have enlisted 
the aid of federal authorities, a step 
which is supposed to scare us all into 
abandoning what we consider to be 


proper.” 
Three Alternatives 


There appear to be three alterna- 
tives, Mr. Barry said: 

1. Abandonment of rate regulation. 

2. Taking over by the state of rate- 
making and functions and services of 
the rating organizations. 

3. Compulsory membership 
rating organization. 

The first two alternatives were dis- 
missed by Mr. Barry as either incon- 
civable or impossible. He made no 
bones about favoring the third. 

‘Rating organizations are essential, 
and it is in the public interest to keep 
them in business,” Mr. Barry averred. 
“It follows that any attempt to drive 
them out of business is not in the 
public interest, and all such attempts 
should be promptly defeated.” 

He went on to say that the goal is 
sound rates producing a reasonable 
profit for the insurers. This is the 
function of the rating laws, but a 
function that has failed to work, “and 
this is not in the public interest.” 


Advocates Profit 


“Tam one of those who believe that 
there is no better way to serve the 
insuring public than by making sure 
that insurance companies make a rea- 


in a 
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sonable underwriting profit, and the 
NAIC has approved an underwriting 
profit formula as a basis for a reason- 
able underwriting profit,’ Mr. Barry 
said. He made it clear at regular inter- 
vals throughout his talk that the 6% 
profit formula on earned premiums is 
Teasonable and it is a duty of the 
commissioners to see that the com- 
Panies have a chance of making it. He 
teeled off an impressive series of 
figures on companies doing business in 
New York, showing that in the past 
ght years they had earned premi- 
uns of $32.8 billion and a profit of $79 
nillion. Eliminating the auto finance 
Msurers, the earned premiums were 
$0.6 billion and there was a loss of 


#214 million. This is for all lines, fire 


and casualty. 
Mr. Barry went into the tax impli- 
fations of this situation. A profit of 
: % on earned premiums of $32 bil- 
un Would be $800 million, but the 
tial profit of $80 million is only 
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one-tenth of that, and at a 50% tax 
rate produces $40 million in taxes 
instead of what should have been $400 
million. On a 5% profit basis, the 
federal tax would have been $300 
million, instead of $40 million, “‘so that 
here Uncle Sam was a loser by $760 
million . . . It is worthy of note that 
this condition has not caused the states 
to lose any tax revenue—that comes 
off the top, and in many cases it has 
been increased at the same time that 
federal income taxes have disap- 
peared.” 

Against Deviations 


Mr. Barry said he is not in favor of 
deviations, because as they have been 
permitted in recent years they repre- 
sent unreasonable competition, per- 
mitting companies to take business 
away from others on the basis of 
judgment factors which may not ma- 
terialize and in many cases have not 
materialized. The vast majority of 
deviations have been justified solely 
on the basis of a reduction in the 
allowance to the producer which Mr. 
Barry said is wrong but which, 
through the medium of independent 
filings and deviations and filings by 
rating organizations setting an arbi- 
trary limit on acquisition cost, has 
resulted in an attempt to do indirectly 
what cannot be done directly under 
the law. 

He suggested that the only fair and 
reasonable method of competing is by 
means of a participating policy which 
would require the company to prove it 
has made a saving before it may pay 
a dividend. 

“The real dilemma facing supervis- 
ing authorities is whether or not they 
are going to strengthen the rating 
organizations and give them greater 
control over the whole situation, or 
face the disintegration of such organ- 
izations, which would lead to chaos 
and confusion and set up a condition 
where it would be completely impos- 
sible to administer the law,” Mr. Barry 
declared. “It should be borne in mind 
that where rates are regulated by the 
state, the making of rates by com- 
panies, either individually or through 
bureaus, is a privilege and not a right.” 

Mr. Barry opposed the idea that 
rating organizations should be pro- 
hibited from questioning independent 
filings, and he called partial subscrib- 
ership “a method whereby the devia- 
tion section of the law can be circum- 
vented.” 


Wants Commission Rule 


He said it should be established that 
no department, rating bureau, super- 
vising authority or other organization 
has a right to fix commissions by a 
rate filing, and “no deviations should 
be allowed on the sole basis of a 
reduced commission cost.” 

Parker of Virginia asked Mr. Barry 
whether under his scheme of things it 
would be possible at all to have a 
deviation. Mr. Barry explained it would 
not be. Deviations overlook the funda- 
mental principle of insurance, he said, 
which is to use the money of many to 
pay the losses of the few. If the com- 
panies are making a big profit, he said 
they should give the money back to 
their insured via dividends on partici- 
pating policies. 

Mr. Gerber wondered how the rating 
laws entered into the figures Mr. 
Barry gave on company experience 
and the potential tax situation, and 
Mr. Barry explained that the commis- 
sioners are obligated to see how 
experience is going along and if it is 
not doing well, to make sure that 





rates are made adequate and see that 
the 6% profit formula goes into effect. 

He drew a roar of laughter when he 
went on to say that he could protest 
some of these matters by going to 
court, but the business has become so 
complicated that the courts look for 
some way to pass the buck and send 
the issue along to a higher level, and 
when it finally gets to the top court, 
which can’t understand the question 
either, all it does is “affirm without 
opinion.” 

Mr. Gerber asked if Mr. Barry 
wanted the state to do more than just 
approve or disapprove rates. Mr. Barry 
reiterated the ideas he has advanced 
several times before, that an opera- 
tion similar to that of the public 
service commission in New York would 
satisfy him. The utility rates there are 
predicated on a profit formula. Mr. 
Barry said he would like to see the 
insurance departments attach a memo 
to their rate approvals which states 
that it has been ascertained that the 
rates are within legal requirements 
and that they provide for the 6% 
profit based on facts, figures and 
experience. 

Edward P. Gallagher of American 
States offered praise of state regula- 
tion, stating that the very nature of 
federal regulation would sweep to- 
gether all kinds of companies, and he 
wondered where in this scheme of 
bureaucratic government control the 
little company operating in one state 
would fit in. “Should the federal 
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government pick this company out of 
all those thousands of companies it 
would be supervising and say: ‘You, 
too, must be given the same regimen- 
tation, the same voluminous paper 
work, the same rules which we wili 
give the huge multiple line company, 
which is one city accumulates more 
insurance premiums than your com- 
pany does in its entire operations.’ 
These little companies would be ir- 
revocably lost in the shuffle.” 


Only Few Lapses 


There have been only a few lapses 
in efficient administration in.the mid- 
dlewest under state regulation, Mr. 
Gallagher said, although “to have a 
fair criterion of the history of insur- 
ance under the rating laws,” he called 
attention to the fact that it is some- 
times easier to obtain decreases than 
increases in rates, “even though the 
one is just as adequately bulwarked 
with statistical evidence and proof, 
and has equal merit with the other.” 

S. Alexander Bell, manager Illinois 
Bureau of Casualty Insurers, in his 
fairly brief paper said his members and 
subscribers believe the all-industry 
rating law, as it exists in Illinois, has 
proven to be legislation “which has 
accomplished the mandate of the 
McCarran act of preserving regulated 
competition rather than permitting 
unbridled competition in the insurance 
business .. . The insurance industry 
has been generally overhauled (since 

(CONTINUED ON PAGE 48) 


YACHTS + AIR CARGO 
FIRE AND ALLIED LINES 


AUTOMOBILE PHYSICAL DAMAGE 


111 JOHN STREET 


aly 


BRANCH OFFICES IN PRINCIPAL CITIES 4 





COMPANY 
INSURANCE ADJUSTERS 
Se 
HOMES OFFICE 
428 SOUTH MAIN 
SALT LAKES CITY, UTAH 
DAvis 2-254) 











SCOTT WETZEL fy, 








FIVE OTHER 
DAY AND NIGHT OFFICES IN: 
* 

PROVO, UTAH 
317 West Center Street 
FRanklin 3-5940 
- 

OGDEN, UTAH 
515 Eccles Building 
EXport 2-8911 
7 
POCATELLO, IDAHO 
First Security Bank Bidg. 
CEdar 3-2762 
+ 
IDAHO FALLS, IDAHO 
258 Broadway 
JAckson 2-3431 
* 

TWIN FALLS, IDAHO 
121 Second Ave. East 
REdwood 3-4576 

















46 


CHICAGO A&H MEN HEAR: 


Illinois Lawmakers 
Debate Compulsory 
Cash Sickness Bill 


A compulsory cash sickness law—a 
necessity of life or an unsound scheme 
—was debated at the November meet- 
ing of Chicago A&H Assn. by sup- 
porters and opponents of a bill in the 
Illinois legislature that would provide 
compulsory insurance. 

Speaking on the bill’s behalf were 
State Reps. Paul D. Simon, Troy, An- 
thony Scariano, Park Forest, and 
Abner J. Mikva, Chicago. They were 
opposed by Edward H. O’Connor, man- 
aging director of Insurance Economics 
Society, and State Reps. Marion E. 
Burks, Evanston, and Harold A. Hoov- 
er, Palos Park. 

The compulsory bill, alias house bill 
61, and similar preceding measures 
have been defeated in each session of 
the state legislature since 1947, but, 
as its supporters explained, this does 
not daunt them from continuing to 
press for passage. 

Rep. Simon admitted that about 
three-fourths of the people in the 
state have some coverage, but added 
that “those that do not have coverage 
are those that need it most.” 

Mr, O’Connor rejected this, saying 
that there are really very few people 
completely without coverage, and that 
there have never been any facts to 
show that the absence of compulsory 
insurance has worked a hardship on 
Illinois citizens. 


Not A Radical Bill 


Rep. Simon said the plan is not a 
state fund, it does not cover every- 
body, and it “is not a radical thing 
but rather conservative compared with 
other states.” He said he believed the 
plan would encourage private enter- 
prise. 

Crux of the proponent’s arguments 
was that the state must ultimately 
provide a compulsory program or, as 
Rep. Simon declared, “the federal gov- 
ernment will be doing it for you, and 
you will have a state plan like Rhode 
Island.” The Rhode Island program 
was viewed apprehensively by both 
parties to the debate and seemed to be 
the outstanding example of what not 
to have. 

The bill was characterized as social 
security type legislation by Rep. 
Hoover, who assayed it as being an 
“unsound step in an unsound pro- 
gram.” There is just as much justifi- 
cation for compulsory life insurance 
and medicine. Advocates cite human 
need, but the bill exempts and does 
not fulfill human needs of those in 
businesses of less than six people, he 
noted. 

Rep. Mikva wondered if opponents 
would find the bill more or less palat- 
able if it covered everyone. He said 
it does not make sense to assail legis- 
lation which helps people simply be- 
cause it doesn’t benefit everyone. 


Missed The Point 


This was rebutted by Rep. Burks, 
who contended that Rep. Mikva 
missed the point. The bill was op- 
posed not because it excluded people, 
but because it was a “dishonest ap- 
proach,” which deluded the public in- 
to thinking that it would not be extra- 
vagant, all-encompassing legislation. 
In no time, he predicted, exclusions 
would be whittled down and every- 
body would be included. 





FHeNATIONAL UNDERWRITER 


Kitch Retiring 
From Security 
Mutual Casualty 


John R. Kitch, for the past 11 years 
president of Security Mutual Casualty, 
has announced his 
retirement. 

Starting with the 
company in 1916, 
he has served as 
general counsel, 
secretary and vice- 
president prior to 
his election to the 
presidency in 1948. 
He has also been a 
director of the 
company since 
1942. 

Mr. Kitch has 
been active in the insurance section of 
American Bar Assn. and International 
Assn. of Insurance Counsel and served 
as vice-president of that association. 
He is a member of the Chicago Bar 
Assn. and Phi Alpha Delta law frater- 
nity. 

In addition, he has served in many 
insurance organizations. He has been 
a director, vice-president and president 
of National Assn. of Mutual Casualty 
Companies and National Assn. of Auto- 
motive Mutual Companies. 

Mr. Kitch plans to reside at Clear- 
water, Fla., but will also continue to 
serve his company in an advisory capa- 
city. 


IAAHU Moving Toward 
10,060 Membership 


Good progress is being made to- 
ward International Assn. of A&H Un- 
derwriters’ membership goal of 10,- 
060, Rollie Slotten of Inter-State As- 
surance and membership committee 
chairman reports. 

In moving toward the goal, mem- 
bership challenges at the state level 
have pitted Wisconsin against Minne- 
sota, North Dakota against South Da- 
kota and Indiana against Illinois. 

Earlier this year, new associations 
were formed at Columbia, S.C.; New 
Orleans; Winston-Salem, N. C.; Muske- 
gon, Mich.; Evansville, Ind.; Fargo- 
Moorhead; and Duluth-Superior. 

There are associations in the process 
of forming in Montgomery, Ala.; Mo- 
line-Davenport; Hawaii, and Rapid 
City, S.D. 


John R. Kitch 


Tex. Auto Plan Has 
Differences From 
National Bureau's 


(CONTINUED FROM PAGE 2) 
failing to stop, render aid and dis- 
close identity after an accident, negli- 
gent homicide, murder by driving while 
intoxicated or aggravated assault aris- 
ing out of the operation of a motor ve- 
hicle costs the applicant four points. 
Other convictions of moving traffic vi- 
olations take one point each. Convic- 
tions for which no points are charged 
are the same as in other states—inade- 
quate muffler, defective equipment 
(except brakes), failure to display li- 
cense plates, parking violations, etc. 

Each accident counts for two points. 
There are the usual exceptions of the 
automobile being legally parked, dam- 
age paid for by another party, rear 
end collision, other party convicted and 
accident caused by “hit and run” au- 
tomobile. Also, in Texas no point 
charge is made for an accident involv- 
ing medical payments coverage only. 
The minimum damage to property for 
which a point charge is made in Texas 
is $25, and $50 in other states. The ex- 
pense period is three years. 


List Reductions 


For an insured in class 0—no points 
—the standard premium for liability, 
medical payments and collision insur- 
ance is reduced 20%, as is true in most 
states under the National Bureau plan. 
However, the full standard premium is 
charged for class 1 risk—one point— 
compared with a reduction of 5% or 
10% in other states. For other classes, 
the premium is increased as follows: 
two points, 20%, three points, 40%, four 
points, 60%, five points, 80% and six 
points, 100%. 

This development has been expected 
in Texas for more than a year. There 
has been pressure for a plan of this 
type for a long time and the insurance 
department has been studying the plans 
in use in New York and Canada and 
conferring with imsurance representa- 
tives. Observers believe a plan would 
have been introduced in Texas earlier 
this year, except for a decision to study 
the National Bureau plan after it went 
into effect in California last spring. 

Happy A. Yaeger agency of Inde- 
pendence, Mo., has been consolidated 
with Todd Sermon agency there. The 
new name is Yaeger-Sermon agency. 





Rep. Hoover cited a number of 
states which have rejected similar 
bills and said there has never been 
public sentiment in favor of this legis- 
lation. Rep, Mikva replied that the 
lack of public clamor does not mean 
that there isn’t any need. 


Says Contention Is Always Same 


Rep. Burks said it is always the 
contention of sponsors that this type 
of legislation is for the good of “health, 
morals and welfare of the public,” and 
it is easy to logically argue that any 
bill does this. Following this premise, 
it would not be illogical to conclude 
that a law compelling church attend- 
ance would be to the same benefit. 

The one-week waiting period pro- 
vided by the bill, he charged, was an 
“invitation to malingering.” He said 
just as soon as the week was up, 
people would be claiming benefits all 
year because “rocking chair money 
appeals to people more than hard 
work.” 

Rep. Scariano explained the bill 
would not put the state in the insur- 
ance business, because people would 
still buy from private insurers. He 


said social welfare bills of this type 
help maintain the economy, and very 
recently helped prevent the recession 
from becoming a depression. 

Mr. O’Connor wondered why pri- 
vate health insurance is considered 
inadequate for failing to cover every- 
one when social security doesn’t. He 
feared that with the enaction of com- 
pulsory insurance, people who now 
have private plans would drop them 
in favor of the state program. 


Opposition Hits Compulsory 


The opposition devoted much atten- 
tion to the effect that compulsory in- 
surance would have on business and 
on employer-employe relations. Rep. 
Burks thought that the tax on em- 
ployers to finance the plan would ruin 
the favorable tax climate of the state. 
Compulsory insurance “takes away 
from the bargaining table an issue 
that properly belongs there,” Rep. 
Hoover argued, and Mr. O’Connor felt 
that the good will created by employ- 
ers when they provide voluntary pro- 
grams would be destroyed under a 
state plan in which the employe knows 

his boss must contribute. 


November 20, i 


Ky. Commissioner 
Takes Verbal Swing > 
At ‘Gimmick’ Sales |; 


Commissioner Cad P. Thurman pske 
Kentucky, in his address this Wee The 
before the annual meeting of Kole W 
tucky Assn. of Insurance Agents Jigs 
Louisville, declared there has been ester! 
“concerted effort” on the part of geie n¢ 
tain insurance companies and gropMut 2 
of individuals “to file and have mies 2 
proved special rating programs widbs fi 
certain gimmicks designed to attpsompa 
the public’s attention to various gufiting 
gimmicks to write insurance for gyprivate 
cial groups. entu 
ent | 
nately 

“Whatever is best for most of gjby con 
people, we are for it,” the commi#The 
sioner said. “Whatever is designed gfommi 
the best of a minority at the expensxpen 
of the majority, we are against it, ing 
surance is not a business for gmapirect 
groups. Insurance is a matter of pyfpan 
lic interest, affecting everybody. R 
cannot be made for small groy 
Rules must be made that apply | 
all.” ot 

The commissioner expressed litt. 
sympathy for companies looking op S 
for risks on which experience hg J, | 
been good “and who shun responsibilyran 
ty for accepting the average risk thaist o! 
they are morally obligated to accepfean . 
Insurance should not be a ‘big brothfnsur 
er’ deal where the elected officest vo 
draw huge salaries to ‘permit’ membolds 
bers to pay into various ‘funds.’ Ingion, 
surance is hard enough for the policyies 
holder to understand. We want all théfor 1! 
cards to be on the top of the tabi Ott 
We want the insurance business ipavis 
Kentucky to be clean and easily ufolle 
derstood with no mysteries as to rags, Bi 
or coverage.” versi 

Companies with the same operatingprofe 
ratio should apply the same rate fajinoi: 
any identical hazard, the commissioapjosey 
er said. The only variables in a ratingment 
formula are the expense factors anifor s 
the profit factors. Statutory standar§ Ca 
for rate making place the burden dhe 
the insurer to justify all factors imRich 
corporated in a filed rate. Establistgyniy 
ment of a basic standard policy {Will 
rate making is a “fundamental necesfand 
sity,” he asserted. “Unless rates aisota, 
made on a common basic  contracber 
statistics of companies using a vaty7Geo! 
ing policy contract cannot properly tion 
compiled and used for the developlian 
ment of rates.” tor 
R 
now 

On the loss side, he said the mee 
partment is concerned about the num7-; 
ber and kind of complaints it is ® 
ceiving. In recent months it has bejp, 
necessary to add a qualified lal 
adjuster to the department staff wi 
is investigating claim handling prot 
dures “of one of our large direct ¥ 
ing companies.” Mr. Thurman cof 
mented it is obvious the public fee 
the adjustments are not of the i 
they anticipated when they purcnas 
the coverage. d 

“The Kentucky insurance code, ! 
said, “anticipates the policyholde 
will not have to sue to collect und 
their policies and, in fact, provides : 
severest penalties; that is, revocalt 
of certificate of authority for # 
company which usually compe 
claimant under policies either to # 
cept less than the amount due oF & 
bring suit against them to secure ® 
payment thereof.” It is not prop 
he added, for insurers or theif 
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Concern About Complaints 
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vrs to force policyholders to ac- 
ner , inadequate or improper repairs 
4 to leave policyholders holding the 
, after improper repair work is 
med. Insurance companies or 


Ings 


Sal wnt of losses beyond a reasonable 
es od to investigate the claim and 


Thu airs.” 
SS this ’ commissioner charged that di- 
ing of Relet writing and independent compa- 
e Agents dies reporting their losses to Mid- 
> has been Jjestern Independent Statistical Service 
Part of pele not making the loss payments 
; and gromibat are being made by bureau mem- 
nd have and subscribers reporting their 
Ograms wis figures to similar organizations. 
-d to attmyompanies reporting to MISS are 
various gifriting approximately 65% of the 
nce for gfrivate passenger auto business in 
ntucky, and the average loss pay- 
ent by these companies is approxi- 
ately half the payments being made 
Most of gp companies reporting to the bureaus. 
the commiThese figures indicate that it is not a 
designed fommission differential or a company 
the expenpxpense differential which is produc- 
gainst it, mg the profitable operation of the 
Ss for smirect writing companies,” Mr. Thur- 
itter of pyman said. “The figures indicate a 
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need for more study by the agency 
organization, the insurance companies 


and the department staff.” 

The time has come for independent 
companies to substantiate their rate 
filings with their own loss and expense 
factors, he declared. The insurance laws 
provide that each company shall com- 
pile its loss figures and its expense fig- 
ures which must be reviewed and 
compiled for promulgation of rates. 

“We want every insurance company 
to make available to each of its Ken- 
tucky agents every rating plan filed 
by and approved for it in Kentucky. 
The Kentucky insurance code requires 
every authorized insurer to conduct 
its business through licensed Kentucky 
local agents. There should be no spe- 
cial plans for the benefit of brokers or 
agents in New York, Chicago or 
Washington which are not equally 
available to the company’s Kentucky 
licensed local agents. There should be 
no exclusive deals granting special 
privileges to out of state persons to 
carry on insurance operations 
Kentucky or to force Kentucky local 
agents to clear their business through 
agencies outside of the state.” 





ybody, R 
iy erouinsurance Teachers 
app. . - 
"Woting For Officers; 
ressed litt 
looking afesults Next Month 
erience hg J, Edward Hedges, professor of in- 
responsibilgyrance Indiana University, heads the 
age risk th#list of candidates for office in Amer- 
dd to accepfean Assn, of University Teachers of 
2 ‘big brotifnsurance on ballots now in the hands 
‘ted officest voting members. Mr. Hedges, who 
srmit’ membolds both a CLU and CPCU designa- 
‘funds’ Infion, served as 1st vice-president last 
r the polieykear and is nominated for president 
Want all thao 1960. 
t the tabld Other officers on the ballot are 
business avis W. Gregg, president American 
1 easily m&ollege, for Ist vice-president; John 
S as to mS. Bickley, professor of insurance Uni- 
versity of Texas, and Robert I. Mehr, 
professor of finance University of Il- 
inois, for 2nd vice-presidents; and 
oseph F. Trosper, insurance depart- 


1e operatin 
me rate f 
commission 


; in a ratimiment chairman Southern Methodist, 
factors aniiig secretary-treasurer. 
y standarg Candidates for active (voting) mem- 
» burden iter for the executive committee are 
factors iMfRichard M. Heins, associate professor 
. Establisivniversity of Wisconsin, and C. Arthur 
| policy {Williams Jr., professor of economics 
ental necéand insurance University of Minne- 
S rates asta. Candidates for associate mem- 


> conttatber on the executive committee are 
ng a valyGeorge D. Haskell, director of educa- 
properly tin American Mutual Insurance Al- 
1e develoffiiance, and William H. Wandel, direc- 
tor of research Nationwide. 
Results of the balloting will be an- 
nounced at the association’s annual 


id the dmeeting in Washington, D.C., Dec. 
it the num7-98. 
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Tri-State Insurance Building 


IAAHU Sets Campaign; 
Names Group To Study 
Audio-Visual Selling 


International Assn. of A&H Under- 
writers leading producers round table 
award committee will launch its an- 
nual promotion campaign during De- 
cember. 

Committee Chairman J, Will Paull, 
Detroit Mutual, told the board that all 
applications will be processed earlier 
this year, and winners will be dis- 
closed by April 15. Plaques and certi- 
ficates are to be mailed by mid-May. 
Also, a designation of LPRT attain- 
ment will be affixed to IAAHU mem- 
bership cards. 

At the October board meeting, a 


new committee was formed to study | 
the field of audio-visual selling. The | 


committee is headed by Milton Rose, 
Paul Revere Life, Los Angeles, and 
includes W. Harold Peterson, Ameri- 
can United Life, Indianapolis; William 
O. Peterson, Pioneer Mutual Life, St. 
Paul; Richard Michaels, Federal L.&C., 
Buffalo; Robert W. Osler, Rough 
Notes, and Webster H. Hurley, Bank- 
ers L.&C., Hempstead, L. I. 


Mass. Auto Rates Cut By 


National, Mutual Bureaus 


National Bureau and Mutual Insur- 
ance Rating Bureau have decreased 
their rates for automobile PDL for 
1960 in Massachusetts. 

The average reductions are 3.2% 
for private passenger cars; 1.1% for 
commercial cars; 7.2% for garage and 
dealer risks which are rated on a plate 
basis, and 10% for private livery 
vehicles. 

The revisions apply to the rates for 
the basic limits of $5,000 per accident. 
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produce more good business 


Lumbermens of Mansfield is justly 
famous for its competent and 
thorough engineering department. 
From them, you, the local agent, 
can get LOSS PREVENTION 
SERVICE —to keep your client 
in business so he continues to buy 
your insurance ... RATE ANALY- 
SIS SERVICE — to show your 
client how to reduce his rate .. . 
REVIEW OF PROPOSED CON- 
STRUCTION PLANS — to show 
your client how to get the lowest 





























































rate on the building he is planning 

. . EVALUATION OF PROP- 
ERTY —so that your client is 
adequately covered, assuring him 
complete protection and assuring 
you increased earnings. 


These three working together . . . 
the local agent . . . the policyholder 

. . the engineer . . . prove how 
“Teamwork in Action” pays off in 
increased business of the right kind 
— business that is permanent! 


WRITE D. W. Evans, agency vice-president, 
for complete details TODAY! 


he—~ 


LUMBERMENS MUTUAL 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 
Branch Offices — St. Louis, Dallas, San Francisco and Los Angeles 








Established 1895 
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ESTABLISHED 1916 


Abert Wittcox & 


Reinsurance Planned and 
Negotiated - Admitted and 
Foreign Market Facilities 


Facultative - Treaty - Excess of Loss 
Fire - Marine - Inland - Casualty 


99 JOHN STREET, NEW YORK 38, N.Y. 
11 PRYOR STREET, ATLANTA 3, GA. 


BE 3-4191 
MU 8-4270 
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40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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FIELD REPRESENTATIVE 


One of the nation's top-flight, direct writing, 
Fire and Casualty Companies, desires the serv- 
ices of a successful field representative for a 
Rocky Mountain territory; we also have open an 
Upper Midwest territory. We want a man with 
from three to five years proven sales experience 
—indicating positive, aggressive operation and 
the ability to orgcnize his work time. This man 
is currently earning $6,000 to $8,000 and is lim- 
ited in his position. 


The position offers a top salary, plus commis- 
sions; an established exclusive territory; com- 
plete initial training in a dynamic, fast-growing 
field; with the prestige found only in a success- 
ful, nationwide organization. 


If you are the man who has the above qualifi- 
cations and desires the advantages mentioned, 
please write: 

Box K-68 


c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


ANALYST 


In our Research and Development Department 
your work in analyzing results, new product de- 
velopment and preparing written reports will 
keep you in constant contact with our top Under- 
writing Personne! as well as company officers. 
A capable person will assume considerable re- 
sponsibility. A BS or BA degree and a good 
background in underwriting, insurance research, 
or insurance statistical work are essential. Com- 
pany has excellent employee benefits. Submit 
complete resume including salary requirements. 
Write Box K-69, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 














MR. PRESIDENT 


Do you have a need for a ‘'tomorrow- 
minded" topflight Director of Sales who is 
a "crusader" for aggressive marketing in’ 
our industry? Am presently in a key Home 
Office sales management position with a 
heavy background of multiple line direct 
writing and agency company management 
experience. College graduate, under 40, 
married, and have outstanding record of 
progress. Resume furnished upon request to 
Box K-73, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


SYSTEMS & PROCEDURES 


Leading Casualty Insurance Company needs a 
Systems Analyst in an expanding Methods and 
Procedures Department, to supervise junior men 
in developing assigned projects. This highly re- 
sponsible position demands a man with at least 
5 years multiple line Casualty Insurance experi- 
ence. Ability to make and supervise systems sur- 
veys and procedure recommendations for top 
management necessary. Prefer man between 28 
and 40 years of age with degree in business, 
math or industrial engineering. Company has 
excellent employee benefits. Submit complete 
resume including salary requirements. Address 
Box K-71 c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 


FIELD REPRESENTATIVES 


Large Multiple Line Stock Organization oper- 
ating nationally on a Branch basis offers 
opportunities to experienced or trainee field- 
men for fire, marine and multiple peril op- 
erations. Inspection Bureau experience 
desirable. Openings available at Rockford, 
Illinois, Nashville, Omaha and others. Give 
complete resume and salary requirements. 
All replies confidential. Reply Box K-72, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








2- UNDERWRITERS 
CASUALTY 


Positions with Casualty Underwriting Division of 
leading multiple line stock insurance company. 
Top-notch young men, to 35, with 2 to 5 years 
experience in one or more of Auto., Comp., or 
Public Liab. Lines, and minimum of 2 years 
college can qualify. Will receive thorough train- 
ing in, and actively engage in, all-line Casualty 
Underwriting. Permanent. Definite advancement 
opportunities. Apply with our Personne! Depart- 
ment or forward personal resume. 

U. S. FIDELITY 

& GUARANTY COMPANY 

170 W. Jackson Bivd. Chicago 4, Ill. 











BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 


4211 Chestnut Street 
Philadelphia 4, Pennsylvania 


WANTED: 

Insurance Accounting Executive 
Growing up-state New York stock fire and allied 
insurance company needs qualified man to su- 
pervise Accounting and Statistical Department. 
Should know statement preparation, tabulating 
methods, income tax computation, reserve prep- 
aration, and have ability to manage department. 
Really a rare opportunity for right person. 
Please write Box K-53, c/o The National ome 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
tIl., giving. full information about your educa- 
tion, experience, family, age, etc.—all in strict 
confidence. 














Underwriter 
Michigan Area 


An expanding Multiple Line Mutual Company has 

for experienced in Fire and 
Casualty, alco a fire and casualty assistant to 
chief underwriter. Give educational and business 
background, along with salary requirements. All 
replies confidential. Write Personnel Dept., Hast- 
ings Mutual Insurance Company, Hastings, Mich. 


Fieldmen 








Attorney 


A progressively dynamic department of a lead- 
ing Insurance Company seeks the services of a 
young man who has a law degree and Insurance 
experience with Group Accident and Health 
policy preparation. This is a new position which 
will involve liaison work with State insurance de- 
partments. A key staff position which provides 
an excellent beginning salary $6,500-$8,500 and 
a definite future. Write Box K-70, c/o The Na- 
tional Underwriter Co, 175 W. Jackson Bivd., 
Chicago 4, Ill. 


November a 


NAIC Begins Review Of Fire Rating Laws 


(CONTINUED FROM PAGE 45) 


the introduction of the all-industry 
bills) into the new image set forth by 
the historic SEUA decision and the 
McCarran act.” 

Mr. Gallagher was asked by Mr. 
Gerber if there seems to have been a 
lack of communication between the 
industry and the public about the 
problems of the insurance business 
that could help cause the commis- 
sioners to be slow in granting rate 
increases. Mr. Gallagher said this ques- 
tion was right down his alley. Insur- 
ance, he declared, should be criticized 
for its public relations record of the 
last 20 years, but he said he hopes it 
is turning better by means of state 
information offices. 

Asked if he had any other comments 
on the all-industry laws, Mr. Gallagher 
declared: “The worst thing that could 
happen to the industry would be to 
degrade the rating laws into mere 
filing laws.” 


Competition Never More Fierce 


Mr. Bell said the best proof of the 
fact that the law has not stifled com- 
petition is that there has never been 
more fierce competition in insurance 
than exists today. The outstanding 
demonstration of this is auto, which 
is approximately 40% of the total 
property insurance business. In this 
field alone, he pointed out, the compe- 
tition between companies as well as 
between groups has resulted in a 
reduction in rates and the net cost to 
the public in the last 15 years of at 
least 15% and possibly more after 
giving consideration to inflationary 
tendencies, increased accidents and 
other factors. “This fierce competition 
took place under the watchful eye and 
the supervision of the various insur- 
ance departments acting under the 
authority of various all-industry rat- 
ing laws.” 


Many Register Complaints 


Many complaints have been regis- 
tered by many people, Mr. Bell ad- 
mitted, some feeling the departments 
have been too slow to grant reductions 
and others that increases were delayed. 
It all depends on the point of view, he 
said. This is normal, but “the long run 
results speak for themselves. Out of 
this fierce struggle of opinions, inter- 
ests, attitudes and traditions which all 
must clear eventually through the 
supervisory authority of the various 
states, the pattern is clearly distin- 
guished of competition getting fiercer 
and the public getting more and more 
for its money as a result of such 
competition. It is also fairly apparent 
that no general rate was has yet been 
started in any segment of the industry, 
and for that, while not entirely, the 
restraining influence of the supervis- 














LET US SHOW YOU YOUR FUTURE 


Excellent opportunity with a leading mutual 
company. Field position open in Mid-West area. 
Give complete resume of qualifications and 
state salary requirements. Write Box K-54, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








BALTIMORE, MARYLAND 


Would like to purchase agency representing 
stock companies in Baltimore area. Replies con- 
fidential. Address Box K-67, c/o The National 
Underwriting Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 


OPPORTUNITY FOR EXPERIENCED 
CASUALTY SALESMAN 


American Mutual Liability Insurance Company 
needs an experienced account sales representa- 
tive due to our expanding sales operations for 
Milwaukee, Detroit, and Kansas City. Age 25-35. 
College. All Company benefits. Advanced train- 
ing program. Guaranteed minimum income 
with high earnings potential. Excellent promo- 
tional opportunities. Address inquiries to T. P. 
Gallagher, c/o American Mutual, 496 Southland 
Drive, Lex'ngton, Kentucky. 








ory authorities should be given, 
ful acknowledgment.” The 
The Illinois bureau, Mr. Bell saig inois 
always felt that a deviation jg oicessi 
thing a company has a right to .min th 
for and obtain if the state wil] gp me con 
The Illinois bureau has never ohms st@ 
to a deviation application, and cyst th 
ly of the 34 members and subg men 
20 have deviations in effect fren t ope 
eau rates. However, Mr. Bell agi 
important that the burden of py 
the right to deviate shall be oq gal Te 
companies applying for the deyjagsuran' 
and that such proof be supportgit 10 
facts available, judgment, ang erate 
other factors which go into the dalige Pr 
mination of rates in the first plag | 
defined in the all-industry rating, I 
Mr. Bell got a chuckle when he; 
“From the press we gather the imp” 
sion that some of the rating burg ea 
do not completely share the fores#°@4 
views, and that deviations are opyie 
by some bureaus. It is not digyg’™© 
that justifiable grounds for obje tual 
to a deviation may exist in indiyy bout q 
cases which should properly be ra 
and aired in appropriate hearings # 
procedings. Such objections, hoy 
are proper only where the rates y 
may result from such a deviation” 
not in compliance with the reqif.s, 
ments of the all-industry rating | t 
that the rates shall not be exces me 
inadequate or unfairly discriminaty aly 
pprox 


10 Items On Agenda 


Mr. Gerber handed Mr. Bell ues 
agenda for the hearing which listeif,.4; 
items that were taken up at one ti viati 
or another in the Senate subcomnit “7 
hearings, these being aggrieved patfyion 
one-year deviation provision; pitimpa 
sions concerning rates, rules thors 
forms; deemer clause; partial 
scribership; availability of filings 
inspection; provision for approval ¥ 
disapproval to include partial appr 

or disapproval; notice to rating org 
izations; any other provisions of @lW 
industry bills that require furtgSAN 
study and evaluation; the role @sura 
advisory boards, their functions Main 
ratemaking and_ supervision to indi 
exercised by states. oner 


At the opening session of the hear“ 
Monday, the only items on this agen. 
that were treated were the aggriei a 
party, the one-year deviation, part 44 
subscribership, and occasional co Spe 
ments on the role of advisory board. 
When asked to comment specific ce 
on this list of items, Mr. Bell said 

agreed with Henry Moser that t 
one-year deviation should not be 
garded as a maximum but a minim 
as originally intended. ri 


Elmer F. Reske, manager W@ork 
County Inspection Bureau, offered Gund 
thorough delineation of the purpo ]p | 
and functions of his organization, Beno 
ing, in connection with rating, that Mone 
profit or loss in recent years makes Hfiti 
obvious that the rate level prom 
gated by the bureau is not excessiiied 
For the five years 1954-58 fire busieom 
in Cook County has produced an 1. 
loss, while in EC there has beet ate’ 
6.6% profit. Th 

Mr. Reske reviewed the two 
deviation hearings that have been Deiog 


ribe, 
berate 


: 








AGENTS WANTED 


Insurer writing military overseas automo- 
bile insurance for all applicants, now seek- 
ing qualified agents. Write Box NY-14, c/o 
The National Underwriter Co., Adv. Dept., 
17 John St., New York 38, N. Y. 








WANTED 
GENERAL INSURANCE BUSINESS. 


AGENCY 
PREMIUM COLLECTIONS IN EXCESS 
OF $200,000. REPLY TO BOX K-76, c/o 
THE NATIONAL UNDERWRITER CO., 
175 W. JACKSON BLVD., CHICAGO 4, ILL. 


CASUALTY i MANAGER 


Excellent opportunity as Manager of Casualty 
Underwriting Department with independent Mul- 
tiple Line Stock company of moderate size, 
located in midwest. Direct inquiries with com- 
plete personal and experience history, and salary 
expected, to Box K-77, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 


NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female Dm | 


All Lines Les Anges ( 





610 Se. Broadway 
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County since 1947, those of 
, America and United Benefit 
. pointing out that in both cases 
Je the hearings were in progress 
.geviations continued in force. 
the early history of insurance in 
iaois, Mr. Reske said, indicated the 
essitY for rate regulation to main- 
. the stability of the business and 
confidnece of the public. He said 
statement was designed to show 
the bureau has served not only 
member and subscribing companies, 
+ operates in the public interest by 
aging in a number of activities 
fly for the public ebnefit. The an- 
review and discussions with the 
yrance department indicate an ef- 
to comply with the standards of 
»rate regulatory law. 


Provides Option 


wal and reciprocal operations. 
rout 30 of the subscribers participate 
voluntarily sub- 
ribe, while many other companies 
berate independently of a bureau 
ting plan. Additionally, there are 


‘Wi ny independent filings by com- 
Gnies affiliated with the bureau. 


He said evidence of “reasonable 


‘Bmpetition” is indicated by the large 


ease in deviations which in Cook 


proximately 150 today. During this 
me there were only two hearings 
quested by the bureau involving 
iations, and “it is evident that the 
yiation provisions of the statutes 


onnell Feted In 
F.; Warns Against 
tate Auto Fund 


SAN FRANCISCO—The California 
surance industry must be on guard 
ainst the possibility of a state fund 
ndling automobile business, Commis- 
mer McConnell warned at a testi- 
nial luncheon given him here by 
me 600 state, civic and industry 
ders. The commissioner was pre- 
mted with a plaque and testimony 
to his achievements in office. 

Speaking at the San Francisco Com- 
ercial Club, Commissioner McConnell 


Bell ated that such a state fund “could 


a minim 


not 


lager UW 


, offered find established in 1913. 
1e purp}in his remarks, which he labeled “A 


ization, ne 


ng, that tone 
irs makes 
‘el Pp omu 


t 


ire b 
od an Il. 
1as_beeM Rte’s insurance department. 


e 


e been neHod 1948-58, he noted, and said that 


excess 


two 


hout competition from a state fund 
ting created similar to the State 
orkmen’s Compensation Insurance 


port to the Industry,” the commis- 
her reported the functions and ac- 
ies of the insurance department. 
said the California public has bene- 
led from the state’s insurance law and 


inom the positive attitude toward new 


veiopments which is taken by the 


There was only one California insur- 
company failure during the pe- 


as due mainly to deterioration in the 
oral fibre of a single individual.” 


AGENCY fe added that during this time there 


Years 


dogo WP Cali 





a number of company failures 

Hoss the country but that all such 

mpanies, with but a single excep- 

“7, Were not admitted to do business 
ornia. 
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Michigan Surety To 
Continue Virtually 
Normal Operations 


LANSING—The conditions which 


have been set up by the three-man 
operating committee make it possible 
to have virtually normal continuance 
of business of Michigan Surety in the 
43 states to which it is admitted, ac- 
cording to Commissioner Frank Black- 


ford of Michigan, a member of the 
committee. 

The committee was set up to fore- 
stall an immediate receivership order 
on the petition of Commissioner Black- 
ford. He wrote other commissioners 
regarding the steps taken at the two 
meetings of the operating committee 
which is supervising Michigan Surety 
during a 45-day period while a new 
independent audit is conducted by 
Joseph Froggatt & Co., New York. 

The committee has provided for 
reinsurance and will meet at least 
once a week “to review practices and 
procedures in light of existing cir- 
cumstances.” 

The committee decided Michigan 
Surety should be permitted to continue 
writing bail bonds “in that the incident 
of loss to the company is relatively 
small and because the company is 
indemnified by agents’ build-up of 
funds and/or collateral.” 

It was disclosed that Continental 
Casualty has a 90% reinsurance con- 
tract for all Michigan Surety transpor- 
tation business. The contract expires 
Jan. 31, but it was agreed that the 
committee will insist that all new 
transportation business be reinsured 
100% with a company approved by 
the Michigan department. 

Three major conditions were set up 
for general surety business. For license 
and permit and court bonds, the com- 
pany will not be permitted to retain 
net an amount exceeding $10,000. It 
may retain the entire risk up to $2,000 
per bond on public official business, 
but when penalties exceed $2,000, the 
company must reinsure half the risk 
up to $10,000 and in excess of $10,000 
additional reinsurance will be re- 
quired. The net retention of general 
construction bonds will be reduced to 
50%. 

Any risk in excess of $10,000 on 
fidelity must be reinsured. 

Mr. Blackford asked the commis- 
sioners in the other states in which 
Michigan Surety operates to advise the 
committee “on any matter pertaining 
to the company which becomes of con- 
cern to you.” 


19.9% Increase Sought After 
First Year Of Compulsory 


In N. C.; Hearing Dec. 16 


North Carolina Rate Automobile Ad- 
ministrative Office has filed for a 
19.9% increase in auto liability rates 
for private passenger cars. Proposed 
increase for garage risks is 1.1%, but 
the filing for commercial vehicles 
would result in a 15.2% average re- 
duction in rates. 

Commissioner Gold scheduled a pub- 
lic hearing on the filing for Dec. 16 
at Raleigh. 

The rate office is suggesting major 
changes in the rating formula. New 
rates would be based on loss experi- 
ence for a single year, instead of us- 
ing two-year experience as has been 
customary. The expected loss ratio 
would be boosted from 60% to 66%. 

The year 1958 was the first in which 
auto liability was compulsory in North 


sponsible for the unfavorable loss ra- 
tio “would be anybody’s guess,” com- 
mented W. F. Laughlin, manager of 
the rate office. He noted that the re- 
quested increase is about equal to the 
19.7% requested last year on experi- 
ence compiled before compulsory went 
into effect. Last year, an increase of 
about 11% was approved. 


Describes UL Tests On 


Pre-Stressed Concrete 


Tests made by Underwriters’ Labor- 
atories on pre-stressed concrete were 
described at the November meeting of 
Chicago chapter of Society of Fire Pro- 
tection Engineers by Ben A. Zimmer, 
project engineer of the laboratories. 

Pre-stressed concrete, the result of 
introducing artificial stresses to elim- 
inate undesirable ones, is applicable 
to basic principles of all kinds of struc- 
tural designs, Mr. Zimmer said. It be- 
came a generally accepted construc- 
tion principle in the U. S. about 1950, 
and today, so far as knowledge of it 
and usage goes, it stands about where 
reinforced concrete did in 1920. 

Citing some of the advantages of 
pre-stressed concrete, he said in many 
ways it is more economical than re- 
inforced concrete, and cracks on the 
finished member are practically elim- 
inated, 

Mr. Zimmer said Underwriters’ Lab- 
oratories subjects pre-stresessed con- 
crete to the same standard tests un- 
dergone by other materials. The object 
is to determine the amount of heat it 
will withstand and temperature trans- 
mission. 

So far, much of the testing has been 


inconclusive, and there is still much 


to be learned as to how good pre- 
stressed concrete really is. 


49 


Dr. Dooley Receives 
Mutual Of Omaha's 


Criss Award For ‘59 


Dr. Thomas A. Dooley, famed jungle 


doctor of southeast Asia, received the 
$10,000 Criss award of Mutual Benefit 
H.&A. at ceremonies attended by 2,000 
at Omaha. The award was given for 
outstanding contributions in the field 
of health and safety, and jointly mak- 
ing the presentations were V. J. Skutt, 
president and chairman of Mutual of 
Omaha, and Dr. Charles Mayo of the 
Mayo Clinic and chairman of the 
award’s board of judges. 

























Dr. Dooley is known for his work 


among the medically underprivileged 


people of Laos, and he has devoted five 
years in working with the people of 
the Far East. 

Bob Considine, veteran newsman, 
was master of ceremonies of the pro- 
gram which contained a synopsis of the 
life and work of Dr. Dooley. Dancer 
Fred Astaire was also honored for his 
contributions to the field of. whole- 
some entertainment. He received the 
Mutual of Omaha achievement award. 


Seven Wiw Métiliets 
Add To Underwriting 
Base Of Oil Assn. 


Oil Insurance Assn. has added sev- 
en new members and consequently 
has broadened its underwriting base. 
The new members are Aetna Fire, 
American Home, American Reinsur- 
ance, Buffalo, General Reinsurance, 
Reinsurance Corp., and South Carolina. 





the tune”. 


well as the words. 


Indiana or Virginia. 










































One day when Mark Twain’s wife became unusually annoyed at 
his habit of swearing, she repeated every word he had just said. 
His reply was, “You have the words, my dear, but you don’t know 


It is easy to talk about service to agents, but it doesn’t take an agent 
long to find out whether or not a company “knows the tune” as 


At Buckeye Union, we make sure everyone knows the tune, because 
nothing is unimportant when it comes to service to our agents. One 
of the reasons we stress service is because all of our top people 
have served in the field—they know first hand the importance of 
prompt and competent service. That’s one of the big reasons agents 
of Buckeye Union stay with Buckeye Union. 


If you would like to find out if we “know the tune” why not call 
our Superintendent of Agents in Columbus or our near-by branch 
office in Ohio, Michigan, Pennsylvania, West Virginia, Kentucky, 


BUCKEYE UNION INSURANCE COMPANIES 
Box 1499, Columbus 16, Ohio 
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America Fore Cuts 
Underwriting Loss 
For Nine Months 


America Fore Loyalty companies in 
the first nine months of 1959 had an 
underwriting loss of $30,165,590 com- 
pared with a loss of $38,522,191 in the 
same period last year. Premiums writ- 
ten rose from $400,227,913 to $413,306,- 
808. Unearned premium reserve de- 
clined from $41,618,362 to $36,426,949. 

Losses and expenses incurred were 
up from $397,131,742 to $407,045,449. 
Investment income was $29,984,207 
against $29,022,634, and operating loss 
was $181,383 compared with $9,499,- 
557. Security gains rose from $19,600,- 
511 in the first nine months of 1958 
to $23,299,396 for the 1959 period. Net 
income after taxes was $23,175,353 
compared with $9,557,179. 


Thurman 4-Year 
Report To Chandler 


Commissioner Thurman of Ken- 
tucky has presented a “four-year pro- 
gress report” of the insurance depart- 
ment to outgoing Gov. A. B. Chandler. 

Among other things, Mr. Thurman 
says he believes it is commendable 
that no Kentuckian suffered either di- 
rect or indirect loss during Gov. 
Chandler’s administration through the 
failure of any domestic, foreign or ali- 
en company. The legal liquidation di- 
vision instigated proceedings against 
12 companies, 10 of which are com- 
pleted, and a total of $1,414,810 was 
collected from these insurers, which 
paid the Kentucky policyholders 100 
cents on the dollar. “In two instances, 
involving insolvent Texas companies,” 
Mr. Thurman states, “Kentucky policy- 
holders were paid in full while other 
policyholders were receiving approxi- 
mately five cents on the dollar.” 

Mr. Thurman points out that the de- 
partment operates on less than 5% 
of the taxes it collects from compa- 
nies, these taxes in 1958 amounting 
to $6,259,679. 

Each of the 705 companies licensed 
in Kentucky were examined during 
the Chandler administration, with the 
Kentucky department participating in 
336 of the examinations. 

Approximately 50,000 licenses to 
agents are now being issued annually 
compared with 28,000 10 years ago. 


Springfield F. & M. 
Cuts Nine Month Loss 


For the first nine months of 1959, 
Springfield F.&M. had an underwrit- 
ing loss of $637,228 on property and 
casualty operations. This compares 
with a loss of $2,030,966 for the same 
period last year. 

Ratio of losses and loss expenses to 
earned premiums was 58.6 and expense 
ratio to premiums written was 43.7 for 
the first nine months of 1959, com- 
pared with 61.5 and 43.6 for the same 
1958 period. 

Combined premium volume for all 
companies in the Springfield-Monarch 
group was $72,593,959, up $3,277,351 
over the 1958 period. The increase for 
Monarch Life was $2,447,346. 


L. T. Braucht Promoted 


L. T. Braucht Jr., special agent of 
Hawkeye-Security in northern Illi- 
nois, has been promoted to chief of 
production at the home office of 
United Security, another member of 
the Financial General group. Mr. 
Braucht has been with the group 
since 1952. 
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N. Y. Underwriters 
Being Integrated 
Into Hartford Fire 


Personnel of New York Underwriters 
will join offices of Hartford group, but 
will continue to handle business of 
their office in a countrywide program 
of gradual consolidations. 

The 7,600 agents of New York Un- 
derwriters will continue to be served 
by the company’s field staff which 
will be maintained as a separate en- 
tity with the objective of further in- 
creasing its business and _ services 
through Hartford group facilities. 

Founded in 1864 by Alexander Stod- 
dart as the New York Underwriters 
Agency, the company was purchased 
by Hartford Fire in 1894 and was in- 
corporated in 1925 with net surplus 
and capital provided by Hartford Fire. 
For 30 years previously Hartford Fire 
had issued policies through the agency. 

In 1959, Columbian National Life 
was acquired by Hartford group and 
its operations are being integrated 
with those of the group departments. 


N. Y. Agents | Ideas On 
Direct Billing, Special 
Agents; Other Matters 


A survey of members of the New 
York State Assn. of Insurance Agents, 
indicates that most of them are not 
opposed to continuous policies or re- 
newal certificates, but they are pre- 
dominantly against direct billing. 

Continuous policies would be ac- 
ceptable to their clients, according to 
62% of the agents questioned; 34% 
said they would not be. Worthwhile 
savings to the company through use 
of continuous policies were seen by 
73% of the agents; 58% saw them ef- 
fecting savings to the agent. 


Believe Machines Economical 


Automatic machine renewal certi- 
ficates would save the companies, ac- 
cording to 78% of the replies, and 
would save money for the agent, 60% 
said. 

Asked if direct billing casts a shad- 
ow upon the value of importance of the 
agent, 76% said it did; 34% felt it 
would result in savings for the agent, 
and 30% felt it would be a saving for 
the company. 

Of those surveyed, 52% are inter- 
ested in learning more about direct 
billing. 

The association’s survey stemmed 
from its convention last May, at which 
a member proposed 10 points to im- 
prove the service and economy of op- 
erations of companies and agents. 
Subsequently, 2,125 questionnaires 
were sent out. Approximately 42%, 
or 905, replied. 


Special Agent In Demand 


The special agent’s services are in 
demand; 72% of the agents believe 
these company representatives give 
valuable assistance. Further, 86% re- 
plied to the effect that the special 
agent should be given more responsi- 
bility and authority in underwriting, 
claim investigation and inspections. 

How much use is made of free com- 
pany stationery, advertising pamphlets 
and envelope stuffers? Of those reply- 
ing, 75% said they use the material. 
A majority are willing to have the 
company stationery supplies discon- 
tinued, but they feel the advertising 
supplies should be maintained. 

Elimination of flat cancellations 
would create a problem for two-thirds 
of the agents, but 54% replied that 


they are not in a position to reduce 
the number of flat cancellations. 

Companies should supply claim 
drafts to allow agents to provide fast 
claim service, according to 78% of the 
agents. Authority is held by 86% of 
the agents to handle first party claims 
up to $100 per claim. About one half 
of the agents favor increasing this fig- 
ure. 

Commissions should be based on a 
merit plan, such as loss ratio and 
services performed by the individual 
agencies. This idea was favored by 
68% of those answering. The survey 
is considered particularly significant, 
in that it represents the views of both 
metropolitan and rural agents. 


Eight Eastern Changes 
For Fireman's Fund 


Eight changes have been announced 
by Fireman’s Fund. 

Richard Grant has entered the 
Springfield, Mass., office as a property 
special agent, succeeding John Purcell. 
Mr. Grant has worked as a fire and 
marine underwriter in the Boston 
office for the last two and a half years. 

Raymond Smith, who formerly serv- 
iced western Massachusetts and Rhode 
Island as casualty special agent, will 
now devote his entire time to the 
western Massachusetts field, with 
headquarters in the Springfield office. 

Lawrence Burke, presently casualty 
special agent in eastern Massachusetts, 
is being transferred to the Providence, 
R. I. service office where he will 
handle both Rhode Island and south- 
eastern Massachusetts. He was a cas- 
ualty underwriter in the Boston office 
prior to his assignment in the field. 

Richard Benoit has rejoined the 
Fund and will travel as an auto- 
casualty special agent in eastern 
Massachusetts. He has had seven years’ 
experience in the field as an auto- 
casualty special agent. 

Edward J. Moresco has been ap- 
pointed bond and burglary special 
agent at Newark, replacing Nicholas 
R. Castellano, who is being transferred 
to the Fund’s Washington, D.C., office. 
Mr. Moresco joined the Fund in 1957 
and received his underwriting training 
in the New York bond and burglary 
department. 

John E. Mulreany has been ap- 
pointed casualty special agent in West- 
chester and Queens Counties. Mr. 
Mulreany joined the Fund in 1958. 


N.Y. Reins Club Marks 
Anniversary With Party 


NEW YORK—Reins Club, the or- 
ganization of professional reinsurance 
men and facultative placers of primary 
insurers, or those who have held that 
post in the past, marked its 25th an- 
niversary with a dinner dance here. 
More than 90 attended. 

George Senn, assistant secretary of 
Yorkshire, was general chairman of 
the affair, aided by Harry Moles of 
Pileer & Frank, reinsurance brokers, 
Carmine Ponella of America Fore, and 
J. Anderson Stafford of New Hamp- 
shire. William Dixon, Commercial Un- 
ion, is the current president. 


Northern Of N. Y. Deal For 
Maine Bonding Completed 


Northern of New York’s offer to 
acquire Maine Bondin g became effec- 
tive Nov. 2 when 84.4% of the latter’s 
shares had been tendered in exchange 
for Northern stock. More than 98% 
of Maine Bonding stock has now been 
tendered. The exchange offer is open 
until Dec. 31. 







































McVicar, Bigham 
Hartford Group V 


Hartford Fire has elected 
McVicar vice-president. Milton Rue 
ham was elected a vice-pregides 
Hartford Fire and of Hartford Agg 

The election of Mr McVicay ,jpott® § 
president of Hartford Accident gee" 
1945, is the first step in the egtaymetseY 
ment of a consolidated agency deni” 
ment which he will head. Mr, Big, 
assistant manager of Hartford } 
Pacific department, will be trangste 
to the home office next February, 

Mr. McVicar joined Hartford 4 
dent in 1921 as assistant to the pf » 
ager of the bond department at qe. 
cago. In 1932 he was Promote 
assistant manager of the westem 
partment, and in 1934 was pn» 
superintendent of the home gf 
agency department. He was eled presi 
assistant secretary in 1936, secre, ielphi 
in 1939, and vice-president in 1945 PW" 

Mr. Bigham, who entered the } pdelpt 
ness in 1936, joined the group at th t 
Francisco in 1957. He had been agit ' 
ant vice-president and manager off . | 
insurance division of the Von Hang” 
Young Co. Ltd. of Hawaii, Haryi” P 
representatives there for more thay poder 
years. He is a past president of Ra’ 
of Underwriters of Hawaii and of} 9 
waii Casualty & Surety Rating qcorD. 
reau, and is a member of the govg 
ing committee of Hawaii Fire Raj 
Bureau. 
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American Home Fetes 


Logue On Retirement |,.° 

Edward A. Logue, Pittsburgh ma of th 
ager of American Home, has reti Assn 
because of poor health. He was hy 
ored at a luncheon in Pittsburgh 
which Elmer A. Van Deusen, yi 
president, presented him with ani 
scribed silver tray. 

Mr. Logue was state agent in 
1940 until the Pittsburgh branch y 
established under his direction. 
the past three years he has heat 
western Pennsylvania activities. Dut 
his 20 years with the company hes 
pervised sales and service in weste 
Pennsylvania and, for a time, W 
Virginia. 

Mr. Logue is the son of Charles 
Logue, founder of Logue Brothers 
Co., Pittsburgh agency. 

He started his career with Ro 
Globe in New York City. Later he 
a field man for Security-Connectiq} 
before joining American Home. \" 





He is a past president of Insu e 
Club of Pittsburgh, Smoke and Ci ) 
Club, and Underwriters Assn. of 1 
Middle Department. He is c¢ 
vice-president, director and exec 
committee member of Insurance Ff 
eration of Pittsburgh. 

Mr. and Mrs. Logue contemp 
settling in Florida. 


Indianapolis A&S Assn. 


Has Three Major Projects 


The board of Indianapolis 
Assn. has announced consideration’ 
three major projects for the asso 
tion year ending in June. 

First, a special committee to an 
Blue Cross advertising with the N 
and FTC codes as yardsticks. 

Secondly, a Health Insurance We 
possibly climaxed with a statew 
sales congress. 

And third, nationwide promotion 
the nomination of R. W. Osler for 
Harold R. Gordon Memorial A | 
(A&S Man of the Year) for 1960. , 
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Valley Buyers 


id Conference 


More than 375, mostly buyers, at- 
ged the one day insurance confer- 

; »in Philadelphia sponsored by Del- 
o_nesti Meare chapter of American Society of 
ttord aa ‘wrance Management. 
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~ * Mayor Dil- 
MeVing. “torth of Philadelphia opened the con- 
IcVicar, ee, and Gov. Meyner of New 
wsey Was the luncheon speaker, on 
ance regulation. 
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an de fae P. McCormick, vice-president 
Tart Royal-Globe group, discussed the 
od a % ding of liability claims, and H. S. 





Hanley, assistant general manager of 
actory Insurance Assn., corporation 
Fe insurance. Harold J. Ginsburgh, 
enior Vice-president of American Mu- 
4) Liability, spoke on pricing casu- 
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e wedlll a é Se id f 
| waged William N. eery, vice-presi ent oO 
home “Fravelers; Richard W. Baker, vice- 
— ie resident of Ostheimer & Co., Phila- 
936 sal iephia agency, and Paul F. Hood of 
nt in 1945 “Srowers, Perrin, Forster & Crosby, Phil- 
red the } pdelphia insurance consultants, dealt 
‘ca a with typical group programs and how 
d been ager Will change. 

anager of Three Philadelphia attorneys dealt 
Vou te with several aspects of workmen’s 






ompensation—Samuel Polsky, Alex- 
wnder F. Barbieri, and David L. Ull- 
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lent of Ba David D. Day of American Viscose 
oe of j (orp. Philadelphia, was conference 
f ating J chairman, assisted by Frank W. Pen- 
: 80H artz of Food Fair Stores, regional 
» “ire Tat vice-president of the association; 
Charles R. Garton, Atlantic City Elec- 
trie Co., chapter president, and others. 
» Fetes Me. 
> Forrest H. Witmeyer, president of 
>ment Excelsior has been elected a director 
Sburgh ma of the New York State School Boards 
» has ret Assn. 
He was hy 
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HieNATIONAL UNDERWRITER 









Humorous point on pros and cons of compulsory cash sickness bill is made 
by State Rep. Marion E. Burks, Evanston, at debate on subject at November 
meeting of Chicago A&H Assn. Other panelists, from left, are Edward H. O’Con- 
nor, managing director of Insurance Economics Society, and Illinois State Reps. 
Abner J. Mikva, Chicago, Paul D. Simon, Troy, and Harold A. Hoover, Palos 


Park. Story on page 46. 





Aetna Graduates Shown 
Many Roles Of Independent 
Agent; Tulsa Man Leads 


Graduates of the sales course of Aet- 
na Casualty heard the independent 
agent described as 
a combination mis- 
sionary, under- 
writer, accountant 
and salesman. An- 
thony M. Erdman 
of Hartfort, a 1954 
graduate, was 
speaker at the 
graduation dinner. 

The. graduates 
were told they 
cannot build an 
agency by relying 
on personal friends 
for business, but must make new con- 
tacts through “missionary work.” In 
everything they do, particularly in 
community activities, the agents were 
advised to let people know what kind 
of business the agent is in, and that he 
knows insurance from the ground up. 

Mr. Erdman emphasized that the 
agent’s underwriting function was vi- 
tal to himself and to the company he 
represents. “You can best promote 
good relations with your company, and 
build quality business for yourself if 
you exercise careful judgment on risks 
you accept. Don’t ask a company to 
handle a risk you personally wouldn’t 
want to underwrite,” Mr. Erdman ad- 
vised. 

Accounting is a necessary part of 
the work, and he warned the young 
agents against letting accounts receiv- 
able get out of hand, tempting as it 
might be. Prompt billing, and when 
necessary rebilling, is the only busi- 
nesslike way to run an agency and 
avoid financial difficulties. 

Most important, Mr. Erdman con- 
cluded, is the impression made upon 
a client, that the agent’s personal serv- 
ice is at his disposal any time he 
needs it. 


Leading Students 





A. W. Erdman 


The class was led by Joseph H. 
Cline of Tulsa. Other blue ribbons for 
high scholastic standing went to Rob- 
ert E. Brown of Chicago, Maurice 
Gerleman of San Francisco, Harold R. 
Douglas of Springfield, Ill.; James S. 
Curry of Livingston Manor, N. Y.; 
James H. McCoy of Monmouth, IIL; 
Richard J. Tuthill of Minneapolis, Don- 
ald Havey of Philadelphia, David M. 
Oser of Binghamton, N. Y.; Robert 
Guerin of Cleveland, Myron Miller of 
Columbus, O.; and Waylan Baumann 
of Dallas. 

Gold ribbons for demonstrating out- 
standing sales techniques were award- 


St. Paul F.& M. Names 
W. G. Smith, Robert Haugh 


To Home Office Posts 


W. G. Smith, assistant secretary St. 
Paul F.&M., has been named to the 
marketing and merchandising section, 
effective sometime before Jan. 1. For- 
merly in charge of the home office 
property loss department, he will have 
the responsibility of developing a 
modern marketing program, including 
sales promotion, market research ac- 
tivities, market testing, sales and pro- 
ductive control and long range market 
planning. 

Replacing him as head of property 
and loss, effective Dec. 1, will be 
Robert J. Haugh, claims manager at 
Milwaukee, with the new title of gen- 
eral adjuster. 

Mr. Smith joined the company in 
1949 as an adjuster at Columbia, S. C., 
headed up the St. Louis claims depart- 
ment in 1950, went to Fort Lauder- 
dale, Fla., in 1956 as a special agent 
and transferred to the home office a 
year later. Mr. Haugh joined the com- 
pany in 1948 and became claims man- 
ager in 1952. 


Travelers Fetes Decatur 


Agency On Long Service 

The Bennett & Shade agency of 
Decatur was given a luncheon by 
Travelers to mark the agency’s 50th 
year of representing the company. Lo- 
cal and home office officials were on 
hand from Travelers, and Lyle C. 
Spring, Peoria manager, presented a 
plaque on behalf of the company to 
Lewis W. Shade, John L. Bennett and 
William B. Hostetler. 

Mr. Shade is still active in the op- 
eration of the agency as senior part- 
ner, but Mr. Bennett has not been a 
member since 1928. His interest was 
purchased at that time by Mr. Hostet- 
ler, who joined the agency in 1920. 


Inquiry Being Made Into 
Affairs Of London Insurer 


Inspectors of British Board of Trade 
are to undertake an investigation of 
Pilot Assurance, a member of the H. 
Jasper group of enterprises. This will 
be the first investigation of an insurer 
since provision for such inquiry was 
made in 1935. The step usually is tak- 
en when assets no longer exceed 
liabilities by £50,000 or more, accord- 
ing to London sources. 





ed to Messrs. Gerleman, Guerin, Doug- 
las and McCoy, and to H. William Os- 
terhout of Newburgh, N. Y.; William 
F. Mallory of San Francisco, Billy E. 
Oliver of Walla Walla; and David R. 
Milek of Denver. 


Citizens Casualty In 
Class A Stock Offer 


Citizens Casualty of New York has 
filed a statement with Securities & 
Exchange Commission to register 250,- 
000 $2 par class A cOmmon shares to 
be offered for public sale through an 
underwriting group headed by Lee 
Higginson Corp. Offering price and 
underwriting terms will be stated in 
an amendment to the statement. 

The company has outstanding 350,- 
000 shares of class A common and 
200,000 shares of class B common. In 
each year from 1961 through 1965, 40,- 
000 shares of class B will be convert- 
ible into class A, on a share for share 
basis. 


Wash. Casualty Men 
Elect Jack Dunbabin 


Jack Dunbabin, Hartford A.&lI., has 
been elected president of Casualty In- 
surance Assn. of Washington. Other 
new officers: Thomas O’Neill, London 
& Lancashire, vice-president, and 
John Jolley, John A. Whalley & Co., 
secretary-treasurer. 
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ASSOCIATED CLAIM SERVICE, INC. 
John S. Tasch, President 
ADJUSTERS 
For the Companies and Self-Insurers only 
222 W. Adams Street Phone DE 2-5456 
Chicago 6, Ill. 








BALL, INC. 
Fire - Inland Marine 
Allied Lines 
1544 Hanna Buiiding 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 


O. R. 











ILLINOGIS-IGWA CLAIM SERVICE 
Winter & O'Toole 
Rock Island, Iilinois 
Burlington, la.—719 F & M Bank Bidg. 
Davenport, la—612 Kahl Bidg. 
Fire and Casualty—All Lines 








J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 
Phone HArrisen 7-3230 
175 W. Jackson Blvd., Chicago 4 








RUSSELL K. OSBY, INC. 
World's Largest Specialized Claim Service 
Coast to Coast 
Specializing in the Negro Claimant 


All Lines—Adjusting 


Componie s Only 
4254 Se. Indiana, icago 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 








